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10 Years and 
2,764 Sales Later 


Montgomery, Alabama 
October 24, 1956 


Mr. Francis J. O’Brien, Vice President 
nad Franklin Life Insurance Company 
JaMEs B. TisDALE Springfield, Illinois 


Dear O’B: 

Five years ago I wrote you to express the great 
happiness and pleasure that was mine upon the com- 
pletion of my first five years with the Franklin. Now 
a second five-year span has passed, far more richly 
rewarding and satisfying than the first, and I want to 
again express to you and all my friends in the Home 
Office, my heartfelt gratitude for your part in my 
happiness. 

I have followed to the letter the suggestions that 
were given to me in 1946 about concentrating on 
Franklin’s exclusive Insured Savings Plans. In that 
first five years I made 1,000 sales, 68 of which were 
on the conventional forms of life insurance. Today 
the total number of sales is 2,764, and only 127 of 
them are other than our incomparable exclusives. In 
1955, you may recall, I had the satisfaction of achiev- 
ing a self-assigned goal of 365 sales in 365 consecutive 
days, Franklin methods and Franklin contracts made 
it possible. 

Between us, O’B, I really feel that I should have 
done more in the past two years, but I must confess I 
spend about 20 percent of my time enjoying with my 
family a lakeside cottage and motorboat, the owner- 
ship of which has been made possible by the happy 
fact of my association with the Franklin Life, 

I shall never cease being grateful. 


In May 1946 James B. 
Tisdale joined the Franklin 
with no previous insurance 
experience. Here is a record 
of his cash earnings for 
the past 10 years: 


Cordially yours, 
Jim Tisdale 


An agent cannot long travel at a faster gait than the company he represents: 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Three Hundred Million Dollars of Insurance in Force 


FRIDAY. DECEMBER 28, 1956 








| BERKSHIRE EXTENDS 


“SPECIALS” 
CONCEPT T0 


JUVENILES 


Most complete Juvenile line 
in the industry is now the 


most appealing . . . highlighting 





seven unusual ‘Specials’! 


Berkshire brings you opportunities . . . as never before in the history of the 
industry . . . to increase your volume in the lucrative, mushrooming juvenile 
market! Seven new low-cost “J-15” plans with $5,000 minimums, together with 
nine $1,000 minimum plans, make our Juvenile range among the most com- 
plete, flexible and price-appealing in the entire industry. There’s a saleable 
juvenile “special” for every prospect: “5 for 1 at 21” Progressive Security; Life 
Paid Up at 65; 20 Pay Life; 20 Year Cash Benefit; Cash Benefit at 18; Cash 
Benefit at 65; 20 Pay Cash Benefit at 65. See the Berkshire General Agent near- 


est you for all the interesting details on how you can get your share of this market. 


RKSHIRE 


LIFE INSURANCE CoO. 





PITTSFIELD, MASS. e A MUTUAL COMPANY e 1851 


Life, Annuities, Pension Plans and Accident & Sickness 
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A WELL-BALANCED COMPANY 





‘|; the basis of good government 


In government, it is 
a balance of the executive, 
legislative and judicial branches. 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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ITS LAURELS 

Although its producers have long enjoyed the competitive 
advantages of: 

@ Low Net Costs 

@ Flexible Settlement Options 

@ Net Level Premium Reserves 

®@ A Strong Surplus 
Mutual Trust is continually improving its. net cost position and 


introducing new and progressive contracts which have decided 
buyer appeal. There are still a few agency opportunities open 
for developing new territory and in replacing 
veterans who are retiring after long years of 
successful service. 
Mutual Trust operates in: 
Cal., Conn., ta., Ill., Ind., Mass., Me., Mich., | 
Minn., N. H., N. J., N. Y., N. D., Ohio, Ore., | 
Pa., R. I, Vt., Wash., Wis. 
AGEN’ 
BLE 


Yili frist 


LIFE INSURANCE COMPANY 
135 S. La Salle Street, Chicago 
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June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. 
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Vigorous ALC-LIA 
Brief Filed on 
FTC Jurisdiction 


Associations Enter as 
Amici Curiae in American 
Hospital & Life Litigation 


WASHINGTON—lIn the first fed- 
| eral court case testing the Federal 
| Trade Commission’s claim to jurisdic- 
tion over the interstate advertising of 

! insurance companies issuing A&S in- 
surance, American Life Convention 
and Life Insurance Assn. of America 
have challenged the commission’s as- 
sertion of jurisdiction through an 
amici curiae brief presented jointly by 
the two associations to the U. S. court 
of appeals for the fifth circuit. 

The case is the result of an FTC 
order that the American Hospital & 
| Life discontinue the making of certain 
representations in brochures formerly 
sent from its home office in San An- 
tonio to its agents in other states in 
which the company is licensed, for the 
purpose of soliciting prospective poli- 
_ eyholders. 

Actually the advertising in question 
| has long since been discontinued. Any 
questions as to the nature of this and 
| similar advertising used by other com- 
| panies issuing accident and health in- 
prewneig have been properly deter- 
mined by state insurance commis- 

sioners, acting under state laws, the 
| two associations stated. 

e 7 o 
| The commission’s assertion of juris- 
diction in the case is “precluded by the 
specific language of the McCarran 
act,” the ALC and LIA brief declares. 
“It flies in the face of the congression- 
al intent as disclosed by the legisla- 
tive history of the act. It is based on a 
' constitutional premise which disre- 
gards both the interpretation given to 
' the McCarran act by the Supreme 
Court, and the court’s interpretation 

of the commerce clause. 

“The McCarran act, or public law 
15 enacted by Congress in 1944, pro- 
vides that no act of congress shall be 
construed to invalidate, impair or su- 
persede any law enacted by a state for 
the purpose of regulating insurance 
unless the federal law specifically re- 
lates to insurance, with the proviso 
'that the Federal Trade Commission 
| act shall apply to the business of in- 
| Surance “to the extent that such busi- 
ness is not regulated by state law.” 
All of the states and the District of 
Columbia have detailed systems of 
regulation covering the insurance bus- 
iness, the ALC-LIA brief points out. 
These state regulations cover the ad- 
vertising of health insurance compa- 
‘nies, it continues. Since the FTC’s or- 
'ders in the American Hospital & Life 
/case and similar cases are based on 
_advertising issued several years ago 
which is no longer in use, the only is- 
sue of importance before the federal 
‘courts is the question of the FTC’s as- 
sertion that it has jurisdiction. 

“The insurance business is now, and 
(CONTINUED ON PAGE 13) 








Great Southern Offer 
to Buy NW Nat'l. Stock 


Expires; Await Outcome 


MINNEAPOLIS—G reat Southern 
Life’s offer to purchase stock in North- 
western National Life at $103.50 a 
share expired Friday, Dec. 21, and was 
not extended to Jan. 18, as it could 
have been. 

Dallas Union Securities Co., agent 
for the Great Southern Life, exercised 
its purchase options and bought all 
shares tendered by stockholders. B. F. 
Houston, vice-president of the Dallas 
firm, would not reveal how many 
shares were purchased. There are 
220,000 shares of Northwestern Na- 
tional outstanding. 


John S. Pillsbury Jr., Northwestern 
president, said he is confident Great 
Southern did not buy enough shares 
to control the company. A group of 
Minneapolis men have offered the 
same price as Great Southern in an 
effort to keep Northwestern Na- 
tional in Minneapolis. Great Southern 
planned to move the headquarters to 
Houston, with the division office at 
Minneapolis. 

The annual meeting of Northwest- 
ern National will be held at Minne- 
apolis Jan. 28 and both groups con- 
tending for control are expected to 
solicit proxies for use at that meeting. 
Recently Great Southern, through Dal- 
las Union Securities Co., its agent, went 
into court at Minneapolis to force 
Northwestern National to reveal its 
list of stockholders. This action is be- 

(CONTINUED ON PAGE 16) 








VOLK RESIGNS 


J. E. Day Heads Pru 


Western Operations 


NEWARK—J. Edward Day, associate 
general counsel at the Newark home 
office of Pruden- 
tial, has been ap- 
pointed head of 
western opera- 
tions, with head- 
quarters at the 
Los Angeles re- 
gional home office. 

Mr. Day, who 
was insurance di- 
rector of Illinois 
before joining 
Prudential in 1953, 
succeeds Harry J. 
Volk, who is re- 
signing to become president of Union 
Bank & Trust Co. of Los Angeles. Mr. 
Day will have charge of operations in 
11 western states and Hawaii. 

A graduate of University of Chicago, 
Mr. Day received his law degree from 
Harvard in 1938. He formerly practiced 
law in the Chicago firm of Sidley, 
Austin, Burgess & Harper. 

Mr. Day has taken an active part in 
promoting a better understanding of 
the variable annuity among New Jer- 
sey legislators, the insurance commis- 
sioners, and insurance people gener- 
ally. 








J. Edward Day 


Double Dollar Plan 
Expands to 4th Big 
Bank in Chicago 


Merchandise National bank, Chicago, 
has instituted the “double dollar” plan, 
thus becoming the fourth large Chi- 
cago bank to offer term life insurance 
to match the savings of depositors dol- 
lar for dollar up to a specified maxi- 
mum. The Merchandise National plan, 
written by Minnesota Mutual Life, in- 
sures depositors ages 1 to 55 up to a 
maximum of $2,500. The Merchandise 
National bank plan is voluntary with 
insured depositors earning a 14% in- 
terest rate on their savings, while un- 
insured depositors get 2%. The double 
dollar plan at Merchandise National 
will cover three types of savings ac- 
counts, the individual, the joint, and 
the trustee account. In the case of a 
joint account, only one of the deposit- 
ors can be designated as the insured. 
In the trustee account, the beneficiary 
of the trust is insured. 


Three other Chicago banks offering 
variations of the double dollar plan 
are Exchange National bank, South 
Side Bank & Trust Co., and Central 
National bank. 

The double dollar plan has been 
criticized severely by Chicago Assn. 
of Life Underwriters which claims the 
plan caters to older and uninsurable 
at the expense of the young and insur- 
able. The Chicago association has 
pointed out that it is possible for 
an insurable persons under 50 to buy 
term insurance from his life agent 
cheaper than he can get it through 
a bank. 

However, certain other agents in Chi- 
cago contend that the Chicago asso- 
ciation’s critical attitude of the double 
dollar plan is unwise. They claim that 
the double dollar plan can be set up 
on a sound basis from a selection 
standpoint and at the same time pro- 
vide bank depositors with economically 
priced term insurance. 





‘Slow-Down’ Issue Moves Another 
Step Toward Eventual Solution 


In the opinion of an NLRB trial ex- 
aminer, a union may legally engage 
in “slow down” or similar activities 
and still be bargaining in good faith. 
This opinion was given by C. W. Whit- 
temore in connection with Prudential’s 
charges of unfair labor practice against 
the Insurance Agents International 
Union AFL-CIO. However, the com- 
plaint against the union issued by 
NLRB has not been ordered dismissed 
but will be the subject of argument 
before the board, which will then ren- 
der a decision. 





Mt. Vernon Eases Non-Medical 


Mount Vernon Life of New York has 
announced the following non-medical 
limits: ages to 30, $15,000; ages 31 to 
35, $10,000; ages 36 to 40, $7,500; ages 
41 to 45, $3,000. 

The non-medical privilege is avail- 
able on all life insurance plans and 
applies equally to male and female 
applicants, single or married. 


Statement by LIA 
Disagrees With N.Y. 
Altorney-General 


His Opinion to Insurance 
Superintendent on Welfare 
Fund Self-Insurance Is Hit 


NEW YORK—Publication in the 
New York Times of a story on The 
New York attorney-general’s opinion 
holding trusteed labor-management 
welfare plans exempt from nearly all 
regulatory features of the New York in- 
surance law resulted in the issuance of 
an explanatory press release by Life 
Insurance Assn. of America. A story re- 
porting industry reaction to the opin- 
ion appeared in last week’s issue 
of The National Underwriter. Fol- 
lowing is the LIA memorandum: 

In view of the fact that the opinion 
of the attorney-general of New York 
state on labor-management welfare 
funds—declaring that in providing 
death and disability benefits they are 
exempt from nearly all the regulatory 
features of the New York insurance 
law—has now been made public, there 
are certain facts in relation to the 
opinion and its probable effects which 
the insurance business believes should 
be known to you in the event you in- 
tend to comment on it. 

+ * e 

There has never been a claim by the 
insurance business that these welfare 
funds should be insured only by reg- 
ularly-established insurance compa- 
nies. The companies, however, have 
asserted and continue to assert that 
these funds should be required to ob- 
serve the insurance laws of the state, 
just as insurance companies are re- 
quired to do. These laws have been 
developed over a great many years, 
for the express purpose of protecting 
such members of the public as are rep- 
resented by the millions of workers 
covered by these funds. As an exam- 
ple of practical compliance with the 
insurance laws, the Amalgamated 
Clothing Workers union presently ad- 
ministers its own welfare fund through 
its own life insurance company organ- 
ized under the laws of New York state. 
Other methods of compliance with the 
insurance laws are available to wel- 
fare funds. 

From a strictly legal point of view, 
the insurance companies believe that 
the attorney-general’s opinion is erro- 
neous, and that it will not stand up in 
court. The reasons for this are devel- 
oped in detail in a brief filed with him 
on July 5, and in a supplement filed 
with him on Sept. 10, copies of which 
are attached. 

But irrespective of the purely legal 
aspects of this opinion by the attorney- 
general, its practical implications are 
far broader. If the insurance laws 
need not be observed by welfare funds, 
the millions of workers covered by 
them will not have the protection of 
those many requirements which make 
no sense as a body of law unless ap- 
plicable not only to insurance as gen- 

(CONTINUED ON PAGE 16) 
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U. S. Life Unveils 
New Policies at 
Agents’ Convention 


Three new A&S plans, a new en- 
dowment policy, and four life policy 
liberalizations were announced at the 
agents’ convention of United States 
Life, held at Miami Beach. 

President Raymond H. Belknap, 
speaking for the first time as full- 
time president, stressed the import- 
ance of team spirit in building a suc- 
cessful organization. As a primary 
step, Mr. Belknap told the producers 
he plans to call on each of them per- 
sonally so as to get acquainted with 
the men and their problems. 

Telling of the success of the offer- 
ing of company stock last July, Mr. 
Belknap said an important phase of it 
was that it brought to company’s 
name to the public’s attention and 
also focused attention on the election 
of three new directors during the 
present expansion: President James 
Coggeshall of First Boston Corp.; Ex-~ 
ecutive Vice-president Reuben L. Per- 
in of Continental Can Co., and Presi- 
dent Henry B. Sargent of American & 
Foreign Power Co. 

Mr. Belknap reported that it seems 
certain that U. S. Life will reach a 
billion of insurance in force in 1957. 
Assets are rising substantially and the 
year-end ratio of capital and surplus 
to liabilities will be at a new high. 
Outlining plans for expansion, he 
promised still mewer policies and 
more efficient facilities for the bene- 
fit of policyholders and producers. 

The “disaster safeguard” A&S plan 
pays up to $5,000 for hospital, nurse, 
medical and surgical expenses. There 
is no allocation limit for hospital room 
and board and miscellaneous expenses. 
The limit for doctors’ visits is $10 per 
visit. The broad surgical schedule goes 
up to $500 and there is no coinsurance 
except for nurses’ fees, which are 
paid at the rate of 75%. 

. 7. ° 

The “specified disease” policy pays 
up to $10,000 for polio, encephalitis, 
leukemia and spinal meningitis treat- 
ment, plus a cancer rider paying up 
to $200 for treatment. The cancer rider 
may be attached to any of the com- 
pany’s income protection plans and is 
expected to increase U. S. Life’s new 
business by 59% in 1957, according 
to Vice-president J. F. Welch. 

Franchise A&S, into which U. S. 
Life is moving aggressively, makes it 
possible for agents to offer their en- 
tire A&S portfolio to small groups 
(five to 100 persons) on a guaranteed 
renewable basis. The program also 
permits use of all the riders appli- 
cable, making the widest possible var- 
iety of package plans available. 

On the life side, in keeping with 
the recent social security age change 
for women, U. S. Life has brought out 
a participating endowment at 62. 

Policy liberalizations are these: The 
$20,000 minimu.: for participating 
preferred risk ordinary and 10-pay- 
ment life plans has been cut to $10,000. 
Waiver is available for women on all 
plans on the same basis as for men. 
The multiple protection agreement to 
age 65 can now be offered for issue, 
in addition to the 10, 15 and 20 year 
plans, as a rider to a non-par base 
policy. The amount issued can be from 
ages 15-55 inclusive. The agreement 
can be converted at any time within 
seven years from date of issue or prior 
to the anniversary nearest the 60th 


birthday of the insured, whichever oc- 
curs later. The agreement can now 
be written in combination with the 
centennial income agreement. As 
many as three riders of multiple pro- 
tection can be attached to regular per- 
manent non-par plans. 
e ° e 

The president’s plaque, highest 
agency award, went to Constitution 
agency, New York City. Daniel Andron 
of that agency, won the award for 
being the company’s outstanding pro- 
ducer in lives and volume. Lay Yiu 
Kong, New York City, and C. J. Bol- 
linger Sr., Chicago, also received top 
production awards. 

Winner of the award for group life 
production was E. Gerald Biggins, 
New York. White & Winston of New 
York won the agency award for group 
life. Fred Libby, Hollywood, Cal., re- 
ceived a plaque for leading in A&S 
production. 

Production plaques for agencies 
went to the Dascit, MacGrath, Baron, 
and Alva agencies of New York, and 
Engelhard & Co., Chicago. App-a- 
Week Club awards went to Julius 
Katz, New York, and to Jack Lewin 
and Nicholas Paone of Buffaio. 


15 Ark. Stock Life 
Companies Form 


New Trade Assn. 


LITTLE ROCK—A new insurance 
trade association composed of Arkan- 
sas’ domestic life insurance companies 
was in the making here last week 
when representatives of some 15 stock 
life companies met to form a statewide 
organization and named Herbert L. 
Thomas Sr., president, First Pyramid 
Life, Little Rock, as temporary chair- 
man. Bernal Seamster, vice-president 
and counsel of American Foundation 
Life was chosen temporary secretary. 
The group will meet again Jan. 1 to 
adopt a constitution and by-laws now 
being drafted by a special committee. 

Mr. Seamster told this correspond- 
ent that no specific problem facing 
Arkansas life companies prompts the 
move. “We’ve been talking about it 
for a long time,” he said. “We feel we 
have the makings of a fine life indus- 
try in Arkansas, and a good trade as- 
sociation can help us solve some of 
our common problems.” The new or- 
ganization will exclude mutual com- 
panies from membership because there 
at times could be a conflict of inter- 
ests, he said. 





. e 

es of the new domestic 
company association follows by one 
week announcement by representa- 
tives of Arkansas Assn. of Life Un- 
derwriters, appearing before a special 
committee on insurance legislation ap- 
pointed by Governor Faubus, that the 
life agents would sponsor a bill in the 
1957 general assembly to outlaw so- 
called “tie-in” sales of life insurance 
with company stock sales. 

Mr. Seamster said the new organi- 
zation drew up some proposed insur- 
ance legislation to be submitted to the 
governor’s special committee although 
he did not divulge the nature of these 
recommendations. 

In addition to First Pyramid and 
American Foundation, other com- 
panies represented at the _ organi- 
zational meeting were: National Old 
Line, National Equity, Union Life, 
Pioneer Western, Southern National, 
General Life, Empire Life, Southern 
Equitable, Independent Life, Washing- 
ton Standard, Ozark National, all of 
Little Rock; Professional Life of Fort 
Smith, and Jackson Life of Osceola. 


Dawson Says 


High Taxes Impose 
Heavy Penalties on 
Companies, Insured 


U. S. Life insurance companies will 
pay an estimated $263 million in cor- 
porate income 
taxes to the fed- 
eral government 
and $220 million 
in state premium 
taxes for 1956, ac- 
cording to Presi- 
dent Louis W. 
Dawson of Mutual 
New York in a 
year-end state- 
ment. 

The total tax 
bill of $483 mil- 
lion means that 
federal and state taxes now are con- 
suming $4 out of each $100 of premi- 
um deposits by policyholders, Mr. 
Dawson said. 

Mutual of New York alone is paying 
$7.4 million in federal income taxes at 
the 1956 corporate tax rate and $2.8 
million in premium taxes to the vari- 
ous states, he said. The $10.2 million 
total is equivalent to more than 25% 
of the entire amount returned to pol- 
icyholders in dividends by the com- 
pany. Mutual’s federal income tax bill 








L. W. Dawson 











A new landmark to light Cincinnati 
skies will be four, 32-feet-high electric 
signs that will spell out “Union Cen- 
tral Life” on all four sides of the com- 
pany’s home office skyscraper in down- 
town Cincinnati. Towering more than 
30 stories above the streets, the red 
illuminated letters of the $75,000 in- 
stallation will utilize more than one- 
half mile of flourescent tubing. The 
north-south signs on the _ building’s 
tower will flash alternately with the 
east-west letters. The flashing signals, 
which automatically will be turned on 
at sunset and off at 3 a.m., will be 
controlled by an astronomical time 
switch inside the tower. The time de- 
vice adjusts itself with the advancing 
seasons to keep sunset times precisely 
correct. The signs, which weigh 20 tons 
at their base, were engineered, de- 
signed and manufactured by Federal 
Sign & Signal Corp. Completion date 
for this spectacular display is set for 
Feb. 1. 


is five times greater than the tax paid 
as recently as 1949. 


For the life insurance business as a’ 


whole, state taxes on premiums were 
$147 million in 1952, $161 million in 
1953, $177 million in 1954, $189 million 
in 1955, and will climb to the estimated 
$220 million for 1956. Federal corpor- 
ate income taxes were $125 million in 
1952, 141 million in 1953, $158 million 
in 1954, $189 million in 1955, and will 
rise to the estimated $263 million for 
1956. Total taxes were $271 million 
in 1952, $302 million in 1953, $335 mil- 
lion in 1954, $378 million in 1955, and 
will reach the estimated $483 million 
for 1956. 

It can be seen that the current fed- 
eral and state taxes combined are an 
extremely heavy burden to be levied 
against a business that is dedicated to 
thrift and family protection, Mr. Daw- | 
son declared. Life insurance is being 
penalized by a greater total weight of 
taxation than any other form of thrift 
institution. 

The federal income tax as it is now | 
applied to mutual life companies does | 


not follow established tax principles | 


either as applied to ordinary business 
corporations or to mutual savings in- 
stitutions. Rather it is the outcome of 
an artificial method intended origi- 
nally to safeguard the solvency of life 
companies, by decreeing that invest- | 
ment income needed to maintain re- 
serves should not be taxed. The bal- 
ance, it was concluded at the teen, 
should be subject to federal income | 
tax, at corporate tax rates. 

Because of changed conditions and 
constantly raised rates of tax, the ex- 
isting method has produced an unfair 
tax -burden on life insurance policy-| 
holders, Mr. Dawson went on. The re-!| 
sult today is that the income a policy-| 
holder earns through his mutual life, 
insurance policy is being taxed at a’ 
substantially higher rate than any oth- 
er income he earns. Continuation of 
this artificial method imposes a dis- 
proportionate penalty on thrift through | 
mutual life insurance. 

(CONTINUED ON PAGE 16) | 








Fidelity Mutual | 
Insurance in Force 
Passes $1 Billion 


Fidelity Mutual Life has passed the} 
$1 billion insurance in force mark.) 
New business in 1956 will exceed 
$120 million and total assets will pass 
$320 million. | 

The $1 billion mark, a 1956 goal, 
resulted from continuous increase in 
sales volume in recent years, particu- 
larly this year, according to President 
E. A. Roberts. New paid business this 
year is 15% ahead of 1955, the previous 
top production year. 

In 1946, insurance in force totaled 
$509,709,141, new business was $70,- 
223,495 and assets were $195,205,054. 








Colorado Insurer Sues S.D. 
Commissioner for $1.5 Million 


A $1.5 million damage action has 
been filed in U.S. district court at} 
Sioux Falls, S.D., against Commission-| 
er Mitchell of South Dakota by Pro-) 
fessional & Business Men’s Life of 
Colorado. The insurer claims it has 
been seeking authority to do business 
in South Dakota since 1947. and per- 
mission has been denied “at the re- 
quest of certain competitors’, and 
without valid reason. 

Withholding of permission, the Col- 
orado insurer says, is depriving the 
public of a free competitive insurance 
market and is “unfair and unlawful 
discrimination.” 
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Entry of Fire-Casualty Insurers into 
Life Business May Portend New Pattern 


By HOWARD J. BURRIDGE 


Within a year and a half four im- 
portant property insurance companies 
have organized life insurance running 
mates. In 1955 Security of New Haven 
organized Security-Connecticut Life. 
In 1956 American Surety, Insurance 
Co. of North America, and United Pa- 
cific also entered the life field with 
separate companies. 

This development is of more than 
passing significance. There are many 
who believe that during 1957 several 
more fire and casualty companies will 
put life insurance affiliates into the 
field. If this should happen on any- 
thing approaching a large scale it 
could begin to produce some very im- 
portant changes in the sources of life 
insurance production. 

Why have these property insurance 
companies entered the life field and 
why are a number of others consider- 
ing following their example? The ob- 
vious answer is that the companies 
writing all forms of property and cas- 
ualty insurance have large agency or- 
ganizations. It is not uncommon for 
even a medium size fire or casualty 
company to be represented by several 
thousand agents. 

e e 

This means that the property insur- 
ance company creating a life company 
does not have before it the unencour- 
aging prospect of having to spend sev- 
eral years and a substantial sum of 
money to create an agency organiza- 
tion. Thus a life company organized 


| by a fire or casualty company is not 


to be thought of in the same way that 
the average newly organized life com- 


| pany must be regarded. Experienced 


life men know that most new life 
companies that are organized in the 
usual way must spend many years in 
starting from scratch in building an 


| agency force. It is a hard, long strug- 


gle and certainly an expensive one. 
Creating a profitable, productive, de- 
pendable agency organization is a goal 
that many new life companies never 
reach. 

Fire and casualty companies deal 
with their agents in a way that is 
quite different from life companies. 
That is, the average fire or casual- 
supervises each state 


In each state 
there is a state agent and sometimes 
several special agents. These men call 


' on their agents with planned regu- 


larity. 

Usually a state is divided into sev- 
eral areas, each one of which is su- 
pervised by a single man. The agents 
called upon represent anywhere from 
three to a dozen or more companies 
and the problem of the field men is to 
try to persuade each agent to give his 
company an adequate amount of de- 
sirable business. 


The point is that the field men of 
the fire and casualty companies are 


| in close and constant touch with their 
| agents, work with them on all of their 
' problems, make calls with them on 
| prospects and serve them in numerous 
| ways. They might very properly be 


thought of as counselors and advisers 
to all of their agents, discussing with 
them not only sales possibilities and 
ideas but bookkeeping, accounting, of- 
fice management, etc. 

Because of this close association be- 
tween field man and agent the prop- 
erty companies that have so far gone 


into the life field believe that their 
field men will be able to persuade 
their agents to take on their new life 
company. They feel that the friend- 
ship exists, that the influence is there 
and that there will be no such thing 
as having to make an appointment 
“cold.” 

There are those who believe that 
the larger the city the greater the 
possibilities for life business for the 
new fire and casualty company life 
affiliates. In the larger cities in every 
part of the United States the general 
insurance agency has been obliged to 
get into the life insurance business. 
In cities such as New York, Chicago, 
Philadelphia, Detroit, Los Angeles, 
San Francisco, Dallas, St. Louis, Pitts- 
burgh and even cities with smaller 
populations than these the brokering 
of life insurance has increased to a 
marked degree in the last 10 years. 

The general insurance man finds 
himself presented with life insurance 
sales opportunities much more fre- 
quently than in the past and innumer- 
able general insurance offices have set 
up life departments. There are some 
companies that get a satisfactory vol- 
ume of life business out of the larger 
cities without having a real or con- 
ventional agency organization in those 
cities. They depend for the great bulk 
of their production on brokerage busi- 
ness. 

The marked development of brok- 
erage business will work in favor of 
the fire and casualty companies that 


now have life insurance running 
mates. The same possibilities are open 
to many other fire and casualty com- 
panies that might decide to go into 
the life field. The operations of the 
four fire and casualty companies that 
have put separate life companies into 
operation will be followed closely. 

If it is found that they are even 
reasonably successful and if it is ob- 
served especially that they are being 
saved the agency organization ex- 
penses that the average new life com- 
pany would have to assume, then it 
seems quite likely that a number of 
additional fire and casualty companies 
will regard the creation of a life in- 
surance running mate as no more than 
a logical and indicated rounding out 


-of their insurance service. 





Threaten Legal Security Life 
of Dallas with Receivership 
AUSTIN—Legal Security Life of 
Dallas was scheduled to show cause 
Dec. 28 why it should not be placed 
in receivership. The company has been 
accused by the Texas board of com- 
missioners of falsifying its books to 
show assets “in excess of their true 
value.” The commission reported that 
from Aug. 1, 1955, when Legal Secur- 
ity Life got its initial certificate of 
authority, to Sept. 30, 1956, the com- 
pany reduced its cash assets from 
$198,070.86 to $8,050.16.” The board 
said part of the reduction came from 
“substitution of other assets of a lesser 
value than the amount paid therefor, 
and part of such reduction being ac- 
counted for by operating losses.” 
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500 Agents to Attend 
NW Mutual Annual 


Eastern Meeting 


More than 500 Northwestern Mutu- 
al Life agents will gather in New York 
on Jan. 3-4 for the company’s annual 
eastern regional meeting, to be hélé 
in the Waldorf-Astoria hotel. 

The theme of the two-day program 
is “The Opportunity Is Now.” Agents 
attending will be from District of Co- 
lumbia, Connecticut, Georgia, Maine, 
Maryland, Massachusetts, New Hamp- 
shire, New Jersey, New York, North 
Carolina, Pennsylvania, Rhode Island, 
Virginia and West Virginia. 

Paul E. Burke, Jr., general agent at 
Baltimore, is general chairman of the 
meeting. A. J. Johannsen, general 
agent in New York City, is arrange- 
ments chairman. Joseph E. Krupar, 
Greensburg, Pa., is chairman of the 
reception committee. Other members 
of the committee planning the affair, 
who will also serve as chairmen for 
individual sessions, are: A. Davis Bak- 
er, Worcester, Mass.; William S. Law- 
rence, Norfolk, Va.; David G. Hast, 
Pittsburgh and Theodore J. Houck, 
Rochester, N. Y. 


Edmund Fitzgerald, president of the 
company, and other top company offi- 
cials will take active parts in the 
meeting. At a luncheon on Friday, Mr. 
Fitzgerald will speak on “The Oppor- 
tunities We Think About”. 

Other featured speakers for the 
meeting, and their subjects, are: 
James J. Spoelhof, Grand Rapids, 
Mich., and E. Tom Proctor, general 
agent in Nashville. Tenn.: “This Is 
Our Heritage’; Earl P. Neal Jr., New 
York City: “Sales Tracks’; Aaron C. 
F. Finkbiner Sr., general agent in 
Philadelphia: “Wood By Her Door”; 
and Edward Russo, Baltimore: “Man- 
aging Your Own Business”. 

Under the general topic of “Spe- 
cialized Opportunities,” the following 
will deal with individual subjects: 
Thaddeus M. Kot, Massena, N. Y.: 
“Insured Savings”; Herbert H. God- 


dard, Poughkeepsie, N. Y.: “Planned 
Incomes to Insured Savings”; Robert 
E. Hoffman, Scranton, Pa.: “Grand- 


mother Sales”; and Daniel E. Dean, 
Philadelphia: “Classified Deliveries”. 


Clarence E. P. Crauer, Poughkeep- 
sie, N. Y., will participate in a discus- 
sion of “The Northwestern Opportu- 
nity” with three company officials 
who are coming from the home office 
for the meeting: Robert E. Dineen, 
vice-president; Victor E. Henningsen, 
actuary, and Richard S. Haggman, 
director of advertising. 

The following will participate in a 
panel demonstration of Northwestern 
Mutual Life’s system for effective 
planned family income sales: John Ss. 
Kaufman, New York City; Howard C. 
Van Riper, Baltimore; Edward A. Ry- 
an, Pittsburgh, and Mrs. Ryan; Robert 
W. Kersting, Clarksburg, W. Va.; and 
Robert D. Hall, New Haven, Conn. O.. 
Alfred Granum, assistant director of 
agencies, will be moderator. 

Grant L. Hill, vice-president and 
director of agencies, will speak on 
“King Size Opportunities”. 





Franchise Talk at Flint 

Robert Rock, who represents Con- 
tinental Casualty at Otter Lake, ad- 
dressed the December meeting of 
Flint Assn. of A&H Underwriters on 
techniques of selling franchise group. 
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State Regulation of 
Advertising Is Within 
Police Power: Kimble 


Questions dealing with three basic 
aspects of the constitutional powers of 
the states to regulate the advertising 
of insurance companies were discussed 
by Kenneth L. Kimble, assistant gen- 
eral counsel of Life Insurance Assn. 
of America, in a study presented at 
the winter meeting of Assn. of Life 
Insurance Counsel at New York. 

Mr. Kimble pointed out that a Fed- 
eval Trade Commission 3-to-2 opinion 
asserting that only the commission 
has jurisdiction over all interstate in- 
surance advertising. regardless of 
state regulation, is being tested in 
federal courts and will be settled 
there. 

However. he said. apart from the 
many broad issues involved in these 
court cases, careful examination of 
basic constitutional questions concern- 
ing the powers of the states indicates 
they have authority to regulate inter- 
state advertising directed to their citi- 
zens, probably have the constitutional 
power to regulate the out-of-state ad- 
vertising of domestic companies, and 
also have the power to adopt legisla- 
tion regulating advertisements di- 
rected to their citizens by companies 
not licensed under their laws as well 
as that of the companies they do li- 
cense. 

> . . 

Regarding the first of these issues, 
Mr. Kimble said that careful consider- 
ation of constitutional law shows state 
regulation of interstate advertising 
comes within the state’s police power 
and is not violative of due process. 
Nor is the state power to regulate 
interstate advertising limited by the 
Commerce clause. 

Second, he said, examination of con- 


stitutional law indicates that the 
states probably have power to regulate 
interstate advertising of domestic 


companies. The interest of the states 
which gives rise to this power is not 
based on the protection of those who 
receive such advertisements, sincé a 
state has no right or duty to protect the 
citizens of other states, but lies in- 
stead in the protection of the well 
being of its own corporations, which 
contribute to the prosperity of the 
state and provide revenue for the 
state. 

Regarding the third issue—a state’s 
constitutional power to adopt legisla- 
tion regulating advertising of compa- 
nies it does not license as well as those 
it does—Mr. Kimble’s said there is 
ample precedent to demonstrate that 
a state could also validly provide by 
statute for substituted service of proc- 
ess on an unlicensed company violat- 
ing such a statute. 

“The problem here comes in secur- 
ing enforcement of any judgment ren- 
dered against such a company,” he 
said. “If the statute provided for en- 
forcement by means of civil penalty 
proceedings, there seems to be at least 
a reasonable chance that the domicili- 
ary state of the unlicensed company 
would be required te give full faith 
and credit to the judgment for money 
penalties.” 





HIAA Issues Directory 


Health Insurance Assn. of America 
is distributing its 1956-57 Directory. 
the association’s first published refer- 
ence guide, containing a list of compa- 
nies in alphabetical order, by geo- 





President Benjamin Holland of Phoenix Mutual, elected the new president 
of Life Insurance Assn. of America, at the golden anniversary meeting of 
LIA in New York, is shown with exhibit of mementos of the last half century. 








graphic location, and the names of 


company executives. 

Included in the 96-page booklet are 
the purpose and objectives of HIAA. 
names of the various committees and 
their members, the approved constitu- 
tion and names and affiliations of the 
officers, directors and executive staff. 


N. Y. Managers Elect 
Sullivan President 


Arthur L. Sullivan, general agent 
of Fidelity Mutual Life, has been 
elected 1957 president of New York 
City Life Managers Assn. to succeed 
Wheeler H. King, general agent of 
New England Life. Gerald H. Young, 
general agent of State Mutual, and 
Charles J. Buessing, manager of Mu- 
tual of New York, were chosen vice- 
president and secretary, respectively. 

Elected to the board for 1957 were 
Irving S. Bober, New England Life; 
H. G. Henderson, Prudential; James 
F. MacGrath Jr., United States Life; 
Thomas L. O’Hara, Metropolitan Life; 
Benjamin D. Salinger, Mutual Benefit 
Life; Arnold Siegel, Union Mutual 
Life; George P. Shoemaker, Provident 
Mutual, who was nominating commit- 
tee chairman, and Mr. King. 

Named directors because they are 
standing committee chairmen were 
‘harles N. Barton, Union Central. 
planning committee; Burton J. Book- 
staver, Security Mutual of Bingham- 
ton, N. Y., membership; Harry N. 
Kuesel. Phoenix Mutual. business 
practices; and Clarence Oshin, Home 
Life of New Yerk, law and legislation. 

Speaker at the annual election 
luncheon meeting was Manuel M. 
Gorman, assistant general counsel of 
Life Insurance Assn. of America, who 
discussed the premium payment test, 
bank-loan plans and the Jenkins- 
Keogh individual retirement bill. 








LIAMA Lists Dates for 


Schools in Management 


LIAMA will hold schools for ordin- 
ary general agents and managers Feb. 
25-March 8 at Reef hotel, Honolulu; 
March 25-April 5 at Huntington-Sher- 
aton hotel, Pasadena; April 15-26 at 
General Oglethorpe hotel, Savannah; 
May 6-17 at Baker hotel, Mineral 
Wells, Tex.; May 20-31, July 8-19 and 
July 22-Aug. 2 at Edgewater Beach 
hotel, Chicago; and July 8-19 at Equ- 
inox house, Manchester, Vt. 

Schools for district managers of 
combination companies will be held 
April 1-12 at Daytona Plaza hotel, 
Daytona Beach, and June 10-12 at 
University of Connecticut, Storrs. 


Urges Senate Study of 
Federal Group Premium 


Sen. Carlson of Kansas has called 
for a Senate study to determine wheth- 
er excessive premiuins are being paid 
by the 2 million workers covered by 
the federal government employes 
group life case. 

The study could reflect justifica- 
tion for reduced premiums or increas- 
ed benefits, Sen. Carlson said. Consid- 
eration also should be given to a basic 
health insurance program for federal 
workers. 

He said the group life program was 
approved by Congress two years ago 
at premium rates which have built the 
fund more quickly than expected. The 
contingency reserve fund has climbed 
to $75 million in this time, and is ex- 
pected to exceed $160 million by 1958. 


A spokesman for Metropolitan Life, 
the administering company, pointed 
out that the plan was designed to pro- 
vide sufficient reserves to give free 
coverage to retired employes. Divi- 
dends are placed in the contingency 
reserve fund for this purpose. The cost 
of covering retirees is expected to rise 
in the future. 

Civil Service Commission, which 
handles the insurance, may call a halt 
to contingency reserve accumulations 
if it feels the fund is large enough, the 
Metropolitan official said. The money 
then is placed in the civil service fund. 
Federal employes are receiving a very 
good insurance deal for their premi- 
ums, he added. 


Women’s Quarter MDRT 


Lists Committee Chairmen 


Mrs. Alberta M. Light, National Life 
of Vermont, Detroit, chairman of the 
Women’s Quarter Million Dollar Round 
Table, has announced the appointment 
of the following chairmen of standing 
committees for the new year: Program, 
Margaret Vogelsang, Connecticut Mu- 
tual, Manitowoc, Wis.; membership, 
Norma J. Austin, Pension Funds Co., 
Detroit: education, Thelma R. Daven- 
port, l.urthwestern Mutual, Washing- 
ton, D. C.; nominations, B. B. MacFar- 
lane, Pan-American Life, New Or- 
leans; legislation, Norma Wasson Bard, 
Phoenix Mutual, Manhattan Beach, 
Cal., and publicity, Mary C. McKeon, 
Prudential, Newark. 

On the education committee, Mrs. 
Davenport will be assisted by Miss 
MacFarlane, immediate past chairman, 
who is in charge of the special train- 
ing seminar the round table plans to 
conduct at Southern Methodist univer- 
sity next May. 


National Underwriter 
Opens New Offices at 
Denver and Des Moines 


The National Underwriter Company 
has opened a new office at 234 Com- 





Sates 





D. J. Stevenson Fred L. White 


monwealth building, Denver. The new 
Rocky Mountain manager is Fred L. 
White, formerly resident manager at 
Omaha. Mr. White will continue to 
supervise Nebraska business, but his 
office in Omaha has been discontinued. 

The company also has opened a new 
office at 327 Insurance Exchange 
building, Des Moines, to serve Iowa 
and Kansas. David J. Stevenson, for- 
merly of the home office sales promo- 
tion staff in Cincinnati, has been des- 
ignated resident manager. 





Occidental to Try for 2nd 


Rose Parade Grand Prize 


Occidental Life of California, which 
entered the Tournament of Roses Pa- 
rade for the first time last year and 
won the grand prize, will be back in the 
1957 parade in an attempt to make it 
two straight. The grand prize is 
awarded each year at the famous Pasa- 
dena parade to the most beautiful com- 
mercially sponsored entry. 

The Occidental float, which will be 
55 feet long and 20 feet wide, will 
carry three former Rose queens. They 
will be Mrs. Hallie Woods McConnell, 
the first Rose queen 52 years ago in 
1905; Joan Culver, the 1956 queen, and 
Mrs. Dolores Brubach Chase, the 1942 
queen who, because the parade was 
discontinued that year after the Pear] 
Harbor attack, has never ridden in a 
Rose parade. 

The float theme, “Famous First in 
Flowers,” depicts three giant wild roses. 
each 20 feet across and exquisitely 
decorated in thousands of red and pink 


carnations. This huge corsage, running | 
the full length of the float, rests on a; 
bed of thousands of orchids, chrysan-_ 


themums and roses. A queen will ride 
in the center of each giant rose. 

The float was designed by Mrs. Isa- 
bella Coleman, who has been designing 
floats for more than 50 years and has 
won more prizes than anyone else, 
taking a major prize every year since 
1910. Mrs. Coleman designed Occiden- 
tal’s winning float last year. Last year’s 
winning float was the first ever entered 
by an insurance company. 





Fidelity Mutual to Pay 
$3,645,000 in Dividends 


Fidelity Mutual Life has set aside 
$3,645,000 for dividends payable in 
1957. This amount is based on the same 
dividend scale as in 1956, but rep- 
resents an 11.7% increase in amount. 

The percentage increase in payable 
dividends is above the approximate 
8% increase in insurance in force. 

The interest rate under settlement 
options and dividend accumulations 
will continue at 3% or the guaranteed 
rate, if higher. The present dividend 
book and dividend illustrations will 
continue in use in 1957. 
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Sees Trend Toward Granting More Group 
A&S Life Benefits to Retired Employes 


There is a definite trend toward 
granting more group benefits to re- 
tired employes, accompanied by an in- 
sistent demand, based on actual needs, 
for hospital-surgical-medical and life 
coverages in particular, according to 
Ivan Ricks, assistant vice-president of 
Marsh & McLennan at Chicago and a 
veteran in the group field. 

The cost of benefits for retired 
workers will be greater than is gen- 
erally believed, and no plan should be 
adopted by employers without the full- 
est possible study of potential costs, 
Mr. Ricks advised Chicago chapter of 
American Society of Insurance Man- 
agement at the monthly dinner in Chi- 
cago Bar Assn. headquarters. He dis- 
cussed trends in group for retired em- 
ployes and in group major medical. 


reported a strong trend toward this 
kind of contract because the av- 
erage hospital-surgical-medical plan 
does not adequately cover cases 
where greater expenses are incurred. 
There is considerable interest in the 
comprehensive type of major medical 
plans, which simplify the hospital and 
surgical expense problem for both em- 
ployer and employe through the use 
of a single contract. 

However, many employers are not 
inclined to consider a comprehensive 
plan, but take the easier method of 
superimposing a major medical over a 
base plan. Most employers would find 
it in both the company’s and the em- 
ployes’ interests to consider a com- 
prehensive plan for all employes out- 
side union bargaining units, he said. 


relatively small claims could accumu- 
late to the deductible amount in a 
short time if the calendar years ac- 
cumulation period ‘wete used. After 
that, the minor “expenses would 
go under the major medical, which is 
designed to cover large costs and not 
trivial ones. 

The 80% factor rather than the 75% 
appears favored for major medical co- 
insurance clauses at this time. A trend 
toward increased maximum amounts 
seems to exist. There is much discus- 
sion over whether the claim base 
should be on the calendar year, bene- 
fit year, benefit period or the per dis- 
ability basis. 

Mr. Ricks was not in favor of com- 
prehensive plans with “full pay bands” 
on grounds that sound practice has 
demonstrated the need for a coinsur- 
ance factor. Major medical with coin- 
surance was designed to eliminate the 
uneconomic practice of insuring the 
entire bill for such care. 


ployes understand that such coverage 
costs more than it is worth, they will 
want to use their premium dollars in 
a way that will provide adequate pro- 
tection when it is needed urgently. 

Mr. Ricks was introduced by Casi- 
mir Z. Greenley of International Min- 
erals & Chemical Corp., club vice-. 
president 


New York City Midtown | ‘ 


Managers Elect Kuesel 


New York City Midtown Managers 
Assn. has elected Harry N. Kuesel, 
Phoenix Mutual, president; Clarence 
Oshin, Home Life, vice-president and 
Charles Schiff, Prudential, secretary. 
The election took place at the annual 
Christmas party. 


Old Republic Special Dividend 

Directors of Old Republic Life of 
Chicago have declared a special divi- 
dend of 20 cents a share payable Dec. 
19 to stockholders of record Dec. 14. 








| Full financial appraisals should be In fact, he continued, plans which 




















bs made of the potential costs of retiree Mr. Ricks said he preferred shorter provide full first dollar benefits are binning yng end Gan to ara. 
-y benefit plans already in effect, he as- periods for accumulating deductibles wasteful and expensive and, to a large vide rapid and centralized service to 
var serted, pointing out that the real prob- under comprehensive plans because a degree, result in the mere trading of 180,000 Ford Motor Co. employes cov- 
ge lem for employers is not in providing regular visit to the doctor and other dollars on small claims. When em- ered by its comprehensive group plan. 
va the benefits but in financing them. 
r- | The initial cost of such a program wil] Segre 
o- | rise at a fairly rapid rate; and the end 
1S= is nowhere in sight. 
There is a growing need for death N 
benefits after retirement, he said. Oo w— 
Group life, the most economical meth- 
od of providing this benefit before re- 
tirement, becomes expensive after- S$ L i D j N G R AT E R E D U C T j Oo N S$ 
ward. Therefore. some cmplovers have 
turned to the pension method of pre- ies 
vd funding death benefits, which they of $ 2 per $1 ; 000* 
nd ee >> —, benefit under 
e pensio n. ' 
(sell: ee RIGHT ACROSS THE BOARD’ 
hg | Higher life insurance and hospital- ? 
n- | surgical-medical costs must be ex- Effective January |, 1957, BANKERS SECURITY reduces premiums $2 
| pected by the time the retiree be- per $1,000 on all policies of more than $5,000 (first $5,000 at regular 
be comes eligible for the benefits. Hos- * 
ill | pital-surgical-medical costs appear to rates*)—an unprecedented rate formula on all regular ordinary and 
ey be rising at least 5% a year and will level term plans. 
ll, | continue to climb for some time to 
‘| come, according to various reports. Al- Now you can move into 1957 with practical premium economies on 
aa ough Sithe + he questen Shawt the ordinary life, limited pay life, double protecti d t, life i 
te need for coverage on retirees, the y ' P y! ' uble protection, endowment, lite income, 
; | financial implications of the program level term—the works. Right across the board. 
is should be appreciated fully. f Ici 
It is important for employers to rec- In 1957 just say "With BANKERS SECURITY The More You Buy THE 
ognize that the amount of benefits LESS IT COSTS." 
in | granted to retired employes is a long- 
es, | term financial ‘obligation, Mr. Ricks EXAMPLE 
aly | stated. It is sound business to provide RATE PER 
ont — Pri non be Meg na gest Plan and $1,000 RATE ON 10M RATE ON 25M RATE ON 100M 
ng} } ustry has accep - 
1 a | ng of pension income benefits as Age = FIRST $5,000 Per $1,000 per $1,000 per $1,000 
Wie | Sound and necessary. OL 35 $21.62 $20.62 $20.02 $19.72 
_ | He further advocated advance fund- 20 PL 35 33.39 32.39 31.79 31.49 
sa- | ing of hospital-surgical-medical bene- 20 YE 35 47.12 46.12 45.52 45.22 
ing fits for retirees in much the same 20 YT 35 10.55 9.55 8.95 8.65 
1as 4 Way as pensions are funded now. He 
se, | predicted a strong trend in this direc- ‘ 
ice tion as the only satisfactory answer to NO REDUCTION IN VESTED COMMISSIONS 
n- the problem. If it is true what stat- 
r’s | isticians say about the large future in- BANKERS SECURITY is "Old Line" but "Young Idea". No starch in the shirts. 
‘ed crease in the over-65 age groups, Up-to-date underwriting. Better servicing. No dilly-dallying. Reach for the phone—call 
many employers will have to shoulder 
| greater financial burdens than ex- 
| pected on retired lives, he pointed out. YOUR BANKERS SECURITY GENERAL AGENT 
“In my opinion,” he went on, “top or 
| financial management should be given 
| a report annually of the estimated ob- GEORGE HARRISON, CLU, Vice President 
ide | ligations on retired lives. Under in- s 
in | sured plans, the claims in relation to MUrray Hill 5-4000 
me | premiums for retired lives should be 
-P- | examined separately from the figures 
% for active lives. Also claim frequency B A N K E R S S E Cc U R l T Y 
rt rates on retired lives should be com- 
© | pared with claim frequency rates on LIFE INSURANCE SOCIETY 
ant | active lives. After these figures have 
yns | been compiled for a few years on your 103 Park Avenue, New York 17, N. Y. 
2eq | Particular group, they will be more (at 41st and Park) 
and } useful to you than general statistics 
vill the subject.” A a a a NTA 
Turning to major medical, Mr. Ricks 
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NEWS OF LIFE PULICIES 





Nat'l of Vt. Offers 
Two New Contracts for 
Employe Pension Plans 


National Life of Vermont has intro- 
duced two new contracts known as the 
annuity builder and the yearly re- 
newable term for use in pension and 
profit-sharing plans. 

The new program separates life in- 
surance from the annuity because the 
average employer, when __ thinking 
about a pension or profit-sharing plan 
with deferred distribution features, 
may not be concerned initially with 
providing life insurance for his em- 
ployes, according to Clyde R. Wel- 
man, agency vice-president. 

There is one annuity contract per 
life so that any future pension adjust- 
ments will not require a number of 
policies to be accounted for and 
housed by the trustee. 

Guaranteed issue coverage is pro- 
vided for qualified plans. High early 
year cash values under the annuity 
contract minimize costs to the em- 
ployer due to personnel turnover. 

The incidence of premium payment 
under the annuity is flexible, thus 
permitting the employer to meet 
changing business or pension condi- 
tions. 

Life insurance is provided for em- 
ployes not yet eligible for the pen- 
sion plan. 

There is a reduction in initial out- 
lay ranging up to 20% when compar- 
ing the annuity builder with the con- 
ventional retirement annuity. The 
new contract provides low long-term 
net cost. 

The high degree of flexibility of 
this contract results from the fact that 
each premium itself purchases a fixed 
amount of annuity at rates currently 
guaranteed in the contract. Future 


premiums purchase benefits at rates 
then in effect. 

Current rates in the annuity con- 
tract assume 3% interest during the 
accumulation period and 214% during 
the pay-out period. Both the annuity 
and the companion term policy are 
participating. 

Another feature bearing on vesting 
and applicable to both the annuity 
and the term policy is that the em- 
ploye may take either or both ef them 
and continue premiums if he severs 
his employment, provided the terms 
of the plan permit such action. This 
could appeal to executive-type em- 
ployes. 

Additional flexibility is provided by 
allowing the employer to select either 
level or decreasing term, whichever 
is better suited to his requirements. 

No matter what the annuity and 
insurance requirements of the plan, 
or the incidence of funding, the new 
contracts can be tailored to the cli- 
ent’s needs. 

With two exceptions, the contracts 
have been approved by the insurance 
departments of all states. 





Union Mutual Reduces 


Preferred, Term Rates 


Union Mutual Life, which recently 
made an average 15% increase in div- 
idends on its participating policies, 
will reduce the rates on its preferred 
risk and term coverage on the first of 
the year. 

On the preferred risk policies, the 
reduction will vary between 5.9% 
(down $1.11 at age 25) and 7.2% 
(down $5.04 per $1,000 at age 60). The 
minimum policy has been raised to 
$10,000, but there are no other changes 
in the requirements or the contract. 

Rates on the nine term and com- 
bination contracts will be reduced ap- 
proximately 5% to 8%, depending on 
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plan and age at issue. On policies com- 
bining term and permanent insurance, 
the reduction will not be quite as large 
as on a straight term policy because 
the rate reduction applies only to the 
term portion of the contract. 





Bankers Security Has 


“Cheaper-by-Dozen” Plan 


Bankers Security Life of New York 
has reduced rates $2 per $1,000 on all 
policies over $5,000, effective Jan. 1. 
Rates on the first $5,000 will remain 
the same. 

The new sliding schedule applies to 
all regular ordinary, limited payment 
life, double protection, juvenile estate, 
endowment, life income and level term 
policies. The reduction will give a new 
selling incentive and commission po- 
tential to brokers and agents, accord- 
ing to Vice-president George J. Har- 
rison. 





Change Fidelity Mutual 


Premium Discount Rate 


Fidelity Mutual Life has liberalized 
its interest rate on discounted prem- 
iums and now will accept payments 
for discounted premiums on the basis 
of compound interest at the rate of 3% 
per annum on sums up to $50,000. 

The action is not retroactive. Funds 
received under the new discount rates 
will be accepted under rules and con- 
ditions now set forth in the agents’ 
manual. The only change is the rate 
of interest. 


Kansas City Life 
Revises Rate Book 


Kansas City Life has made an ex- 
tensive revision of its rate book with 
substantial reduction in practically all 
plans. The announcement was made 
to 77 general agents and managers 
from 39 states and the District of Co- 
lumbia who attended the company’s 
annual General Agents’ and Managers’ 
meeting at Hotel Muehlebach, Kansas 
City. 

Featured are three types of ordi- 
nary policies. In the $1,000 to $5,000 
market, the premium rate at age 35, 
formerly $23 per year, is now $21.85; 
in the $5,000 to $25,000 market, the 
premium rate at age 35, formerly 
$20.50, is now $19.65; and in the over 
$25,000 market, the premium rate at 
age 35, formerly $20.50 is now $18.80. 
The 20 pay life at age 35 for which 
the annual premium was _ formerly 
$34.07, is now $32.80. The retirement 
income endowment at age 65-male 
formerly was $42.92 is now $39.75. 





Berkshire Ups Discount 


on Advance Premiums 


Berkshire Life has increased its dis- 
count rate on advance premiums. Ef- 
fective with prepayments completed 
Jan. 2, 1957, and later, advance pre- 
miums will be discounted at 3% per 
annum. As in the past, advance pre- 
miums will be accepted for any period 
up to 20 years from date of prepay- 
ment. 

In the event of the death of a pol- 
icyholder before all discounted pre- 
miums have fallen due, 3% interest on 
the amount paid in to cover such re- 
maining premiums will be allowed 
from the date of prepayment to date 
of death. 

If prepaid premiums are withdrawn 
within two years of date of prepay- 
ment for any other reason than death 
of the insured, the amount originally 
paid in for premiums not yet due will 
be returned; thereafter, such amount 
increased by interest at the rate of 
21%4% from date of prepayment to date 


Hancock Reduces Some 


Premiums, Improves 
1957 Dividend Scales 


John Hancock has reduced the pre- 
mium rates on select ordinary policies 
for $3,000 or more and has improved 
the dividend scales payable in 1957. 

The new rates, applying to policies 
issued on or after Jan. 1, are in line 
with earlier rate reductions on pre- 


ferred risk whole life and term pol- | 


icies. The extent of the reductions, 
varying with plan and age at issue, 


genesauy wal oe somewnat in excess | 


of $1 per $1,000 and will apply to 
select ordinary policies on the stand- 


ard basis under plans other than single | 


premium, preferred risk whole life 
and term. The reductions will place 
the gross premium rates for ordinary 
insurance, under policies of $3,000 or 


More, among the lowest offered by | 


comparable mutual companies. 

Rates have been reduced for waiver 
of premium for death and disability 
under juvenile policies for select or- 
dinary and multiple protection policies 


under $3,000 and for substandard pol- | 


icies issued under special premium 
classifications. 
e e e 


The improvement in dividend scales 
applies to all classes of premium pay- 
ing and paid up ordinary policies is- 
sued since April 1, 1935. 

Settlement dividends payable in 
1957 on ordinary policies issued before 
May 1, 1954, will be materially im- 
proved and settlement dividend prac- 
tices will be liberalized. 

Annual dividends for premium pay- 
ing and paid up retirement annuity 
contracts issued on or after Jan. 1, 
1939, also will be improved. So will 
the interest rates to be allowed in 
1957 on the various funds held on 
deposit or retained under policy pro- 
visions. 

According to President Paul F. Clark, 
the recent favorable trend in the net 
interest rate earned on investments 
has been the primary factor in current 


experience that has enabled the com-, 


pany to establish improved dividend 
scales and interest rates. 





Great-West Reduces Cost 


on Single Premium Annuities 


Great-West Life has reduced the 
cost of single premium immediate and 
deferred annuities and, at the same 
time, announced that an increased in- 
terest rate will be allowed on money 
deposited for prepayment of premi- 
ums. 

The reduced cost will mean, for ex- 


ample, that a 65-year-old man _ will) 
now pay $530 less for $100-a-month| 


immediate annuity with a 10 year 
guarantee. This same person can save 
$1,260 on the purchase of an instal- 
ment refund annuity yielding’ $100 
monthly income. On deposit for pre- 
payment of premiums is now 34% 
for the first 10 years from date of 
deposit and 234% thereafter. Formerly 
the rate was a uniform 234%. 





Manufacturers Reduces 


Some Annuity Premiums 


Manufacturers Life has reduced the 
rates on single premium immediate 
annuities for all plans and ages except 
the very advanced. 

For example, at age 65 these single 
premiums will provide an income of 
$10 a month: Life annuity, $1,484, 
down $12; cash refund annuity, $1,807, 
down $52; life annuity guaranteed 20 
years, $1,964, down $71; and the in- 
stallment refund annuity, $1,747, down 
$45. The reduced rates reflect higher 
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NEWS OF LIFE 


ASSOCIATIONS 





Cal. Agents Approve 
Four Proposals to 
Sponsor for Legislation 


At least four pieces of legislation to 
be sponsored by the California Assn. 
of Life Underwriters were approved 
at the midyear meeting of the organi- 
zation at Palo Alto. 

These included reintroduction of the 
20-40 bill designed to limit the amount 
cf group insurance on the lives of top 
company executives, an amendment 
to the gift of securities act, a proposal 
to prohibit the use of life insurance to 
stimulate commodity sales by stores 
and manufacturers and a measure to 
prohibit direct writing by companies. 

The proposed gift of securities 
amendment to permit the use of life 
dividends to buy life insurance for 
minors has already received the ap- 
proval of Assemblyman Weinberger 
of San Francisco, who introduced a 
similar measure at the last session of 
the state legislature where it was held 
up. 

The association also voted to rescind 
its June approval of an agreement 
with the California Bar Assn. which 
was aimed to limit and regulate rela- 
tionships between agents and attor- 
neys whereby agents would agree to 
stay out of the legal profession and 
lawyers out of life insurance. At their 
September meeting, the state bar as- 
sociation disapproved the agreement 
and suggested that its special commit- 
tee study the matter further. The is- 
sue is not entirely dead and the life 
agent’s committee will continue meet- 
ing and will report back to the annual 
meeting at Pasadena next June. 





Nussbaum Comments on SS, 


Variable Annuity to Press 


A .Jack Nussbaum, president of Na- 
tional Assn. of Life Underwriters, who 
was in California recently to attend 


, the midyear meeting of the California 


association at Palo Alto, told a group 
of San Francisco newsmen that NALU 
is not opposed to extension of social 
security benefits on the horizontal ba- 
sis to give the basic benefits to those 


' not presently covered. However, Mr. 
Nussbaum warned against vertical ex- 


pansion, saying that future genera- 
tions will be burdened too heavily to 
meet the costs. “The public has no 
conception of the terrific cost of social 
security or what the devastating re- 


‘| sults will be to our future generations 


if it continues to be a political foot- 
in- 


Asked about variable annuities, Mr. 


| Nussbaum said that the NALU has 
| not taken a stand on the matter but 


expressed his opinion that such a plan 
was not for the average man—“‘for 
pension plans, maybe.” 





Name Another Speaker 


‘| for Ind. Sales Caravan 


John Griffiths, assistant superin- 
tendent of agencies of Jefferson Stand- 
ard and recently appointed executive 
vice-president of Gulf Union Life, 
Baton Rouge, effective Jan. 1, has been 
named as a speaker on the program of 
the 9th annual caravan sales congress 
of the Indiana Assn. of Life Under- 
writers. 

Other speakers already announced 
by Ben J. Lurie, Northwestern Mutual, 
Evansville, caravan chairman, are Hal 
Nutt, director of the Purdue school, 
and Robert W. Osler, vice-president 
of Rough Notes Co. One additional 
Speaker is yet to be announced. 

The Indiana caravan will appear in 
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Valparaiso April 4, Indianapolis on 
April 5, and Evansville on April 6. It 
usually draws total attendance in ex- 
cess of 1,000. 





Announce Program for 


California Sales Congress 


V. Webner Wiedemann, Equitable of 
Iowa and general chairman for the 
1957 northern California sales congress 
to be held Jan. 10, at San Francisco, 
has announced the program of the 
congress. 

Speakers and their subjects are: Dr. 
A. C. Olshen, vice-president and ac- 
tuary West Coast Life, “The Business 
That Stays—Pays”; Eve B. Wyatt, New 
York Life, “The Women’s Market”; 
William R. Wilson, Prudential, subject 
to be announced; David A. Bardes, 
Mutual Benefit, “Advanced Under- 
writing Made Easy”; A. R. Jaqua, di- 
rector of the SMU course, “Knowledge 
Plus Enthusiasm Means Success”; and 
Richard Graff, Minnesota Mutual Life, 
whose subject has not been an- 
nounced yet. 


Says SS Growth Should Be Modest 

Speaker at the December meeting of 
Memphis Life Underwriters Assn. was 
E. H. O’Connor, managing director of 
Insurance Economics Society, whose 
topic was “What Price Social Securi- 
ty?” There was an excellent turnout 
to hear Mr. O’Connor comment that 
the best friends of the social security 
system are those who want only to see 
it expand on a modest basis, because 
in this way the program will fulfill 
its true function and not be discredited 
by excessive costs. It is difficult to 
awaken the people to the dangers of 
unwise expansion, Mr. O’Connor said, 
and anyone trying to do so usually oc- 
cupies an unpopular position. Yet 
over-expansion, more than anything 
else, is likely to discredit social se- 
curity in the eyes of the people and 
the higher payroli taxes necessary to 
support over-liberalized benefits can 
only lead to disillusionment. 








Name Progscum Chairman in Ind. 

Greater ammond, Ind., Assn. of 
Life Underwriters has named Martin 
J Robert, general agent of Jefferson 
National Life, program chairman for 
1956-57. 





Toronto Assn. Elects Brazier 

A. L. Brazier, Sun Life of Canada, 
has been elected president of Toronto 
Assn. of Life Underwriters. Other 
officers are Fred Fenn, Canada Life, 
vice-president; D. J. MacLean, Pru- 
dential of England, 2nd vice-president, 
and T. Douglas Thompson, Prudential, 
secretary. 





Milwaukee—Richard S. Falk, secretary of the 
Falk Corp., and prominent Milwaukee civic 
and community leader, spoke on “Getting 
Along” at the December meeting. Harry A. 
Taylor, John Hancock, president of the Mil- 
waukee association, announced that sessions of 
an A&S LUTC course will begin in February 


in Milwaukee with Ray McArthur, Time of 
Milwaukee, in charge. 
Madison, Wis.—The Madison associations 


sponsored a Christmas party for residents of 
the Dane County Home. A program of variety 
acts and Christmas music and songs was pro- 
vided, in addition to gifts for the old folks. 


Stevens Point, Wis.—Richard P. McGuire, 
Massachusetts Mutual, Racine, and president 
of the Wisconsin Assn. of Life Underwriters, 
discussed ‘‘Sales Ideas That Work” at a lunch- 
eon meeting of the Central Wisconsin Assn. He 
presented facts on ideas that have worked for 
him in the life underwriting field, particularly 
in business insurance and estate planning. Mr. 
McGuire also reported on state association 
activities and legislative prospects. 








Stanford Miller, vice-president of 
Employers Re, will be guest speaker at 
the Jan. 3 meeting of St. Louis A&H 
Underwriters Assn. at the Kingsway 
hotel. His subject will be “Reinsurance 
—Its Contribution to the Agents’ Wel- 
fare.” 


Ore. Agents’ Magazine 
Comments on Future of 


Commissioner Taylor 


The December issue of Oregon 
Agency Digest, the publication of Ore- 
gon Assn. of Insurance Agents, takes 
note of the fact that the term of Com- 
missioner Robert Taylor expires in 
June and there is a question as to 
whether reappointment will be offered 
him following the election of a Demo- 
cratic governor. 

The agents’ magazine says in an 
editorial: “We believe, both personal- 
ly and ‘editorially, that Taylor has 
done a brilliant job in a difficult and 
sometimes thankless position. Past 
performance certainly warrants his re- 
appointment. We recognize, however, 
that Taylor might not accept another 
term or that reappointment might not 
be offered. Agents, individually and 
collectively, and other representatives 
of the industry should make their 
wishes known forcefully and in the 
right circles.” 





Research Council Completes 
Survey on Absenteeism 


Research Council for Economic Se- 
curity has published the final report 
on its nationwide survey of prolonged 
illness absenteeism. It covers non-oc- 
cupational illness among employed 
persons and has been four years in 
preparation, covering nearly 200,000 
man-years in 145 reporting units. The 
survey analyzes 6,201 individual cases 
lasting more than four consecutive 
weeks. 

The final report presents 100 tables 
offering detailed data such as rates of 
absence, severity, medical care costs, 
wage loss and the extent to which 


employe benefit plans meet expenses. 
It includes analyses of the principal 
causative factors broken down by age, 
sex and occupation. Such other in- 
fluences as industry, size of establish- 
ment, geographical. location, types if 
disabilities are included. 

The council made the study to pro- 
vide information necessary to deal 


with the problems of prolonged illness. ° 


It gives data for development of pro- 
tection programs, treatment, rehabili- 
tation and meeting medical and wage 
loss expenses. 

The survey can be obtained from 
Research Council for Economic Secur- 
ity, 111 West Jackson boulevard, Chi- 
cago 4, IIl. 


Plitt Heads N. Y. Trade 
Board's Insurance Unit 


W. Irving Plitt, vice-president of At- 
lantic Mutual, is the new executive 
committee chairman of the insurance 
section of New York Board of Trade, 
succeeding Rodney E. Piersol, vice- 
president of Alexander & Alexander. 
Charles W. B. Meares, personnel vice- 
president of New York Life, was elect- 
ed vice-chairman. 

Others elected to the executive com- 
mittee are Albert B. Morrison of Con- 
tinental Assurance, Carl E. McDowell 
of New York Board, and Benjamin 
Gates of Hartford Accident. 





James A. Finigan Jr., chief insur- 
ance director of Veterans Administra- 
tion since June, has resigned to become 
general sales manager of electronic 
sales for the Univac division of Rem- 
ington Rand—Sperry Rand Corp. E. O. 
Gardner, deputy chief insurance di- 
rector, will serve as acting chief until 
a successor is named. 








g% 








Are 








Z 


A oy 
4 YX 
i & 
f (2) 


for you! 











ATTENTION 


GENERAL AGENTS and BROKERS 





WERE BUILDING IN THESE STATES. . . 
ANsh> | ‘IT WILL PAY YOU TO INVESTIGATE OUR unusuat 


‘MONEY-MAKING PROPOSAL 


More Competitive ... 
L.1.C.A. Policies are replete with unusual selling features .. . 
loaded with advantages you can get your teeth into — and 
really S-E-L-L! 


More Merchandising ... 
We offer a hard-hitting, sales producing program, from 
“mail to sell’’. 


Everything furnished to you without charge. 


More Advertising ... 
We help you develop sales potential through local adver- 
tising, direct mail, quality-lead programs. 


More Money For You... 
This is truly a “ground floor” situation. L.I.C.A.’s vigorous , 
program of agency building spells O-P-P-O-R-T-U-N-I-T-Y 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Telephone: Olympia 4-2474 


Ly ~ Life Insurance Company of America: 


Wilmington 99, Delaware 
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EDITORIAL 


COMMENT 





A Tough Fight But a Necessary One 


Dismay is the only rational reaction 
to the ruling of Attorney-general Ja- 
vits of New York permitting trusteed 
union welfare plans to conduct their 
insurance operations without being 
subject to the state’s insurance laws. 

The only consoling thought is that 
Mr. Javits’ reasoning appears to be 
sufficiently far off base as to make it 
probable that the courts will overturn 
it. 

If the courts fail to reverse the 
Javits ruling, the outlook is dark, in- 
deed. Nobody needs to be told about 
the political power the unions wield. 
It would take legislators of rare in- 
tegrity, intelligence, and courage to 
change the statutes so as to make it 
clear beyond any possible question 
that trusteed union welfare plans are 
subject to the insurance laws. 

Far from opposing such action, the 
union leaders should welcome it. 
These trusteed plans are for the bene- 
fit of millions of workers who in gen- 
eral are less well equipped than the 
average insurance buyer to know 
whether they are being treated right 
or not. And even if they should sus- 
pect they were getting a rooking they 
might not feel it healthy to open their 
mouths about it. 

If there is to be any difference in 
the standards of strictness between 
insured plans and trusteed plans, it 
should certainly be in the direction of 
greater strictness for the  trusteed 
plans. On the one side we have the 
regular insurers with a long record of 
careful management under the law. 
On the other side we have the trus- 
teed plans, many of them with spot- 
less records, but also others smelling 
of some highly odoriferous scandals. 

For insured plans to be held ac- 
countable under the strict procedure 
of the New York insurance laws while 
the trusteed plans are accountable 
only in the sketchiest fashion would 
be laughably absurd if this lack of 
supervision didn’t hold such tragic 
possibilities for the workers covered 
under the trusteed plans. 

As we pointed out, responsible un- 
ion officials should want to be subject 
to insurance department supervision, 
the same as other insurers. (The em- 
ployer trustees should, too, but the 
evidence is that where there is any 
monkey-business the employer trus- 
tees keep their eyes, ears, and mouths 
shut. And in any event they have little 
political influence, compared with that 
of the union leaders.) 

Unfortunately, the question is con- 
fused by the premium tax, which is 


applicabie to an insured plan and not 
to an uninsured plan. Thus, it is easy 
for a union leader to make out a 
dollars-and-cents case for preferring 
an uninsured plan even though his 
real reason is wanting to operate the 
welfare fund as he and his associates 
like, without any of the restraints, 
controls, and accountability that in- 
surers are subject to under the insur- 
ance law. 

The premium-tax angle also ob- 
scures the insurance companies’ real 
concern over the more important as- 
pect: What happens to the good name 
of insurance when the _ inevitable 
abuses crop up again among the trus- 
teed plans? 

And even without waiting for scan- 
dals due to lack of accountability, 
what about the effect on the public 
when it is made to appear that self- 
insurance is so much cheaper than 
regular insurance that any union that 
can possibly self-insure should cer- 
tainly do so? Life companies have a 
similar situation with National Serv- 
ice life insurance. People want to know 
why private insurance can’t pay as 
big dividends to its policyholders as 
NSLI does. No matter how often 
they’re told, they still don’t appreciate 
how large a part of the NSLI dividend 
is subsidized by the taxpayers. 

In the same way, people who com- 
pare the costs of trusteed vs insured 
plans will take a little if any account 
of the part that the premium tax 
plays in the cost gap between the two 
types of plans. They will ascribe the 
difference entirely to the “profits” 
made by the insurance companies— 
even though the bulk of the insured 
business is in mutual companies and 
the stock companies have to keep their 
prices competitive or drop out of the 
race. 

A premium tax on insured plans is 
a penalty on thrift and foresight, at 
best. It becomes doubly obnoxious 
when it becomes a means of discrimi- 
nating in favor of some groups of 
beneficiaries and against other groups. 

There is every reason to work for a 
correction of Attorney-general Javits’ 
decision and it is reassuring to know 
that this is being done. 


Ind. Association Organizes 


Financial Planning Week 


A “Personal Financial Planning 
Week” during February is being or- 
ganized by the Indianapolis Assn. of 
Life Underwriters. Planned in cooper- 
ation with the newspapers, the ob- 
servance will feature a series of news- 


paper articles describing the facilities 
available to the public for the plan- 
ning, creating, conserving, and distrib- 
uting of property during and after 
the life of the individual. 

In conjunction with the articles, the 
association is planning a series of ads 
explaining the functions of life insur- 
ance and the life agent. An alphabeti- 
cal listing of members of the associa- 
tion will be shown in the ads. 


PERSONALS 


Frank F. Weidenborner, agency vice- 
president of Guardian Life since 1940, 
retiring Dec. 31 
after 32 years with 
the company, was 
honored by man- 
agers at a dinner 
in Hotel Pierre 
and by fellow of- 
ficers at Metro- 
politan club. in 
New York City. 
He will continue 














on the board, 
: which he_ joined 
F. F. Weidenborner in 1950. 


Jack Manning, executive manager 
of New York City Life Underwriters 
Assn., and Mrs. Manning are the par- 
ents of a daughter, Carol Meredith, 
born at Lenox Hill hospital in New 
York City. 


Carleton G. Lane, vice-president in 
charge of the investment department 
of Union Mutual Life, has been named 
chairman of Portland, Me., city coun- 
cil, thus becoming the unofficial may- 
or. 


Dr. Harry E. Ungerleider, director of 
medical research of Equitable Society, 
has received an award of merit from 
American Heart Assn. for his dis- 
tinguished services in the development 
of national policies and programs in 
the interests of the association. 


Mrs. Lillian L. Joseph, Home Life, 
New York City, president of New York 
City Federation of Women’s Clubs, 
addressed the federation’s annual 
forum on international understanding, 
goodwill and education. Charles W. V. 
Meares, vice-president in charge of 
personnel of New York Life, was host 
at the meeting, held in his company’s 
home office. 


William S. Williams, office manager 
of Foreman agency of Mutual Benefit 
Life in Atlanta, has retired after 50 
years with the agency. He is a found- 
er of Atlanta chapter of Life Agency 
Cashiers Assn. 


Timothy W. Foley, general agent of 
State Mutual at New York, has been 
elected president of North Hills Golf 
club of Douglaston, Long Island, N. Y. 


Theodore P. Beasley, president of 
Republic National Life, has been elect- 
ed chairman of the board of directors 
of the Salvation Army of Dallas. 


C. Carney Smith, general agent of 
Mutual Benefit Life at Washington. 
discussed the role of speech in busi- 
ness at the annual convention of 
Speech Assn. of America in Chicago. 


Edmund Fitzgerald, president of 


Northwestern Mutual Life, has been | 


named to receive the Milwaukee Cos- 
mopolitan Club’s 25th annual distin- 
guished service award. 


Miss Joan Popkin, daughter of Mrs. 
Vera Sundelson Popkin, manager of 
Equitable Society’s office at 1440 
Broadway in New York City, and Mur- 
ray B. Schwartzman of New York, 
were married recently. 


DEATHS 


NORMAN R. HILL, 65, with North- 
western Mutual Life at Seattle since 
1944, was killed in a fall from the ninth 
floor of an office building in Seattle. 








Mr. Hill, who suffered from a heart | 


condition, apparently opened a win- 
dow to get fresh air, was suddenly 
seized by a fatal attack, and fell 
through the window. Long a leader in 
production for the company, Mr. Hill 
was planning retirement. He joined 
Northwestern Mutual in 1920 at Har- 


risburg, Pa., and went to St. Louis in | 


1932 where he remained until his 


transfer to Seattle in 1944. 


J. T. ALLEN, 81, a director of Kan- 
sas City Life, died unexpectedly at his 
home in Denver. In 1911, Mr. Allen 
was the first general agent of Kansas 
City Life in Colorado. He was elect- 
ed to the board in 1939. He resigned 
as general agent in 1946 in favor of his 
son, J. T. Allen Jr., who has directed 
the agency since. 


JAMES S. THOMSON, 65, recently 
retired Toronto branch manager of 
North American Life of Toronto, died 
after a heart attack. He joined the 
company in 1928 at Toronto. 


HENRY ROSENTHAL, 51, staff 
manager of Prudential at Middletown, 
Conn., since 1953, died. He joined the 
company in 1932 at New York and also | 
served as staff manager there. His 
daughter, Carolyn Leigh Rosenthal, 
has said it was her father who in- 
spired her to write the popular song, 
“Young at Heart.” 
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WILLIAM A. CAMPBELL, 63, who | 
retired as Prudential manager at Mus- | 


kegon, Mich., in 1948, died in the veter- 
ans administration hospital at Phoenix, 
Ariz. Mr. Campbell, with Prudential 
20 years and Muskegon manager 12 
years, went to Arizona after his retire- 
ment because of ill health. 


JOHN A. ROSS, 54, secretary-treas- 
urer of American Independent Mutual 
Casualty and American Indemnity 
Life of Philadelphia died at his home 
in Yeadon, suburban Philadelphia. 


WALTER H. BAKER SR., 77, gen- 
eral agent of Provident Life & Acci- 
dent at Nashville, died of bronchial 
pneumonia at his home in Nashville. 
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John Osorio To 
Succeed Saunders 


on Texas Board 


AUSTIN—John Osorio, an attorney 
and executive secretary in the office 
|of Gov. Shivers, will be appointed a 
| member of the Texas board of insur- 
| ance commissioners to replace J. By- 
| ron Saunders, chairman, as of Jan. 1, 
according to an announcement last 
week by Gov. Shivers. Mr. Saunders 
has resigned from the board to be- 
come vice-president and general coun- 
sel of Republic National Life of Dallas. 

Mr. Osorio, a 1949 graduate in law 
at the University of Texas, went into 
state government service that year 
first as a legal examiner for Texas 
real estate commission and then as 
assistant to the secretary of state. In 








By 





1951 he joined Gov. Shivers’ staff as 


| special legislative advisor and assist- 
‘ant executive secretary, with his du- 
' ties including the drafting of bills for 
_ | the administration program and serv- 
ling as chief liaison officer with other 


state agencies and departments. Spe- 
cifically, Mr. Osorio worked with leg- 
| islative committees in drafting the 
|remedial insurance laws adopted by 
' the 1955 legislature. 


* o e 

The fact that Mr. Osorio is replac- 
ing Mr. Saunders, who holds the board 
chairmanship, does not necessarily 
mean that he will become its chair- 
man, as the board itself now chooses 
its presiding officer. The appointment 
will be subject to senate confirmation 
at the session beginning Jan. 8, just 
one week before Gov. Shivers in turn 
will be succeeded by Gov.-elect Price 
Daniel, now a U. S. Senator. Approval 
of the appointment by the senate is 
indicated. 





Lincoln National Declares 
35 Cent Quarterly Dividend 


Lincoln National Life has declared 
a quarterly dividend of 35 cents a 
share payable Feb. 1 to stock of record 
Jan. 10. This is not an extra or special 
| dividend but is a continuation of the 
|present dividend rate. The Lincoln 
| National board at its annual meeting 
Feb. 20 will take dividend action for 
the remainder of 1957. 


STOCKS 


Bacon, Whipple & Co. 











H. W. Cornelius, 
















135 S. LaSalle St., Chicago, Dec. 26, 1956 
Previous Current 
Week’s Bid Bid Asked 
PRONG ENO 505 sscctocaccrssiesesvoteeasce 169 173 176 
Beneficial Standard . 154% 15% 16 
Cal.-Western States ... 75 74 77 
Colonial Life ....... 95 94 98 
Columbian National . 74%. «77 80 
Commonwealth Life . 2342 «=23'2 «= 2412 
Connecticut General ............. 256 257 262 
Continental Assurance ....... 129 120 124 
Franklin Life. ...............s000 90 86 88 
Great Southern Life ............ 77 77 82 
ME ESTO © cocercotsoncisesencescssesstesen 3034 30 31 
Jefferson Standard .............. 122 126 130 
Kansas City Life .................. 1140 1130 1160 
Life & Casualty ....... 21% 21 22 
Life of Virginia ...............006 102 103 107 
Life Insurance Investors .... 1334 13% 14% 
Lincoln National .................. 207 207 211 
MINNIE a licecvcreveccaresccssveennteessse 31 31 32 
National L. & A. occ 8812 8842 90 
North American, II. ............ 1734 18 20 
N. W. National .........ccee 10342 10242 105 
Ohio State L'fe oe 269 260 275 
Old Line Life ............. ee 57 57 62 
Southland Life ...............0 89 89 94 
Southwestern Life ................ 95 96 101 
SEMUONOTS ascsccnccsossossosavvsctssasoiers 6934 70% 71 
MUMIA SMD sececnsentccesvodegssssssienss 2234 22%2 232 
\, LADO ane 27 2814 29 
West Coast Life ou... 45 4542 472 
Wisconsin National .............. 54 57 61 
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President James A McLain of 
Guardian Life (left) is shown present- 
ing to Mr. and Mrs. Raymond L. Hos- 
senlopp of Buffalo, the 1 millionth 
policy issued by the company. The 
presentation took place at a luncheon 
in Hotel Statler, Buffalo. Leo R. Futia 
(right) is the agent who sold the pol- 
icy to Mr. Hossenlopp and William R. 
Eavenson (second from right) is man- 
ager at Buffalo. The Hossenlopp chil- 
dren, Jean and James, also are Guard- 
ian policyholders. . 








Cannon Succeeds 
Stalnaker at Helm 
of Standard of Ore. 


Garnett E. Cannon has been elected 
president of Standard of Oregon, suc- 





G. E. Cannon W. P. Stalnaker 


ceeding W. P. Stalnaker, who retires 
Jan. 1 in accordance with the compa~ 
ny’s retirement program, following 39 
years of service with Standard. He will 
continue as a member of the board. 

Mr. Stalnaker started with the com- 
pany in 1917 as cashier. Later he was 
office manager and assistant secretary. 
He became secretary in 1923 and treas- 
urer in 1930. He was elected vice-pres- 
ident in 1934 and the same year was 
elected to the board. He has been 
chairman of the finance committee 
since 1945. He was elected first vice- 
president and treasurer in 1952, and 
elected president in 1955. 

Mr. Cannon has been executive 
vice-president and a member of the 
board since 1955. He started with the 
company in 1928 as a clerk in the ac- 
tuarial department. He was named as- 
sistant actuary in 1932, and in 1936 
was appointed assistant actuary and 
assistant secretary. He became actu- 
ary and assistant secretary in 1945. In 
1949 he was named vice-president and 
actuary. 

A native of Toronto, Mr. Cannon 
was graduated from the University of 
Toronto, and entered the insurance 
industry with Excelsior Life at To- 
ronto. Mr. Cannon is a fellow of Socie- 
ty of Actuaries and a member of its 
board of governors. He is past presi- 
dent of Actuarial Club of Pacific 
States. 





Harmelin agency of Continental As- 
surance at New York will conduct 
another free 5-lecture course, begin- 
ning Jan. 4, to prepare brokers for the 
New York state life agent’s examina- 
tion on Jan. 17. 


Elect Norton Simon 
President of 


Security-Conn. 
Norton Simon, Los Angeles manu- 
facturer and financier, has been 


elected president of Security-Connect- 
icut companies, which include Secur- 
itv-Connecticut Life, effective Jan. 1, 
to replace Peter J. Berry who is re- 
tiring. 

Executive Vice-president Edgar J. 
Doolittle Jr. will become chief execu- 
tive officer and will be succeeded in 
his present capacity by Lester C. Lay- 
man of Los Angeles. The board, which 
made the appointments, also elected 
three directors: Theodore Weisman, 
Russell J. Miedel and J. C. Rathmann. 

Mr. Simon is also chairman of the 
executive committee of Ohio Match Co. 
Mr. Weisman is a director and Mr. 
Miedel is president of that company. 
Mr. Simon’s group first became inter- 
ested in Security-Connecticut four 
years ago, and in 1953 they acquired 
a substantial amount of stock in the 
companies. 

The retiring president, Mr. Berry, 
had been named to that post in 1938. 
He has been with the companies since 
1931 when he joined to initiate Con- 
necticut Indemnity as the casualty 
running mate. 


Smith, Assistant V-P of 
Great Southern, to Retire 


H. L. Smith, assistant vice-president 
of Great Southern Life, is retiring Dec. 
31 after 37 years of service with the 
company. A native of Texas, Mr. 
Smith joined Great Southern in 1919 
as a bookkeeper after service in World 
War I. He was later promoted to gen- 
eral bookkeeper, then to assistant 
cashier, and in 1923, when the first 
year department was formed, he was 
made agency cashier in charge of 
agency accounting. In 1936 assistant 
secretary was added to his title, and 
in 1953, he was elected assistant vice- 
president. In addition to heading up 
the first year department, he also was 
vice-chairman of the company’s agen- 


cy committee. In 1955 he was elected 
president of Great Southern’s Quarter 
Century Club. 


N.Y. Agents Actively 
Fight Being Taxed as 


Unincorporated Firms 

Under the leadership of the New 
York State Assn. of Life Underwrit-, 
ers, groups of agents and lawyers have 
been meeting in various cities of the 
state to organize their attack on the 
application of the state unincorporatee 
business tax to the individual full- 
time life agent. 

All association members have been 
urged by the state association to seek 
professional help before replying to 
tax department letters of inquiry sent 
cut to more than 600 life insurance 
agents in the state. 

A memorandum prepared by Rus- 
sell F. Newkirk of Albany, who was 
retained as special counsel by the 
state association, is available to law- 
yers and accountants who are hand- 
ling the tax cases for agents who 
have been assessed. 

The state association has suggested 
that its members contact state asso- 
ciation officers or delegates for more 
information before replying to tax de- 
partment letters. 

The unincorporated business tax is 
in addition to the regular New York 
state income tax and amounts to 4% 
of earned income above $5,000. The 
tax department has_ until recently 
construed it as not applying to full- 
time career agents although it has 
been made applicable to life company 
general agents and to brokers, who 
have paid it under protest for a num- 
ber of years. The state’s demand for 
revenue has intensified the tax de- 
partment’s efforts and a number of 
agents now are being assessed a con- 
siderable amount of money in. addi- 
tion to their normal income tax pay- 
ments 





A 12-week A&S course will be con- 
ducted in San Francisco starting in 
February, under the LUTC program of 
San Francisco Life Underwriters Assn. 





Horace Greeley said: 
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LIA Panel Discusses Role of Medical 
Hospital Charges in A&S Claim Costs 


Claim costs as affected by doctors’ 
fees and by hospital charges were dis- 
cussed by staff members of Life In- 
urance Assn. of America at the recent 
50th anniversary meeting of LIA in 
New York City. Bruce E. Shepherd, 
LIA manager. acted as moderator, oth- 
er panelists beng James Andrews Jr., 
director of health insurance, and Al- 
bert B. Whitehall, associate director 
of health insurance. Mr. Andrews is 
vice-chairman of the Health Insur- 
ance Council, of which LIA is a mem- 
ber. Mr. Shepherd started the panel 
discussion by asking Mr. Andrews 
about claim cost control as affected by 
insurers relations with the medical 
profession, 

Mr. ANDREWS. Doctors fees are of 
personal interest to all of us. However, 
some of us in the industry have been 
working more intensively on this prob- 
lem because the ievel of doctors’ fees 
has some effect on the companies’ 
ability to keep their accident and 
health business on an even keel. To- 
gether with representatives of other 
associations in the council, including 
the new Health Insurance Assn. of 
America, our staff has been active in 
this work. 

Perhaps the best way to illustrate 
the subjective nature of the doctors’ 
fees is by an example. Sometime ago a 
company officer told me of a situation 
which had arisen in a medium-size 
town. It presents quite a coincidence. 
In this town the company had written 
three surgical insurance policies for 
three different employers. These pol- 
icies provide a specified list of in- 
demnities for different operations. One 
policy provided a top limit of $150, 
another policy provided a top limit of 
$200, and the third policy provided a 
top limit of $225. The same surgeon 
had three cases within a short time of 
each other, which involved identical 
operations. The overations were per- 
formed on three different women in 
relatively the same income bracket. 
The fees came to $150, $200 and $225. 
“Now,” said the company officer, “I 
contend that the surgeon’s normal fee 
was $150 and that he raised it to $200 
and $225 in the other two cases.” “But” 
I said to the company officer, “the 
doctor will tell you that his normal fee 
for the operation was $225 and that he 
lowered it to $200 and $150 in the oth- 
er two cases to accommodate the pa- 
tients. And you will both be right be- 
cause there is no objective standard 
of doctors’ fees in the community.” 

The unions have had some effect in 


trying to bring about an objective 
standard since they are prominent in 
negotiating welfare benefits for their 
members. One union leader told me 
that he thought doctors should bargain 
for their total compensation in the 
same fashion as any other segment of 
labor in our economy. When I asked 
him what he was going to do about 
over-time pay, he said that this was a 
detail which he could work out later 
after he had first gotten his basic 
proposition off the ground. 

This uncertainty with respect to 
doctors’ fees has heen accentuated by 
the introduction of major medical or 
catastrophe insurance. In this form of 
insurance, companies do not use a sur- 
gical schedule but provide large sums 
of money—up to $5,000 or $10,000 for 
each illness. This is subject to certain 
controls, but in one case recently that 
I heard about the controls did not 
work. In this case the surgeon charged 
$10,000 for an operation. 

Generally under major medical in- 
surance, the companies pay any reas- 
onable medical fee. A different stand- 
ard of reasonableness is applied case 
by case in making payment. What is 
reasonable for one patient may be un- 
reasonable for a patient in much less 
favorable economic circumstances. 
What is unreasonable for one doctor 
may be perfectly reasonable for a doc- 
tor who is a well-known specialist or 
who is located in a generally higher 
cost neighborhood. You can see how 
subjective this standard of payment 
can become. 

e . e 

The case cited is a very unusual case 
and in general we are having coopera- 
tion from the bulk of the doctors. We 
have had a number of conferences 
with organized medicine both at the 
national and state levels on this prob- 
lem. We have sent out a good many 
pamphlets, a series of three pamphlets 
to over 100,000 doctors. We have to 
tread very softly in this delicate area. 
After all, both the life insurance busi- 
ness and the accident and health in- 
surance business are quite dependent 
on the cooperation of doctors all along 
the line. 

A typical statement near the end of 
a pamphlet of this sort runs somewhat 
as follows: 

“Insurance neither multiplies dol- 
lars nor reduces aggregate costs. Thus, 
physicians should not regard the pres- 
ence of this insurance as increasing 
the public’s ‘ability to pay,’ but rather 
should recognize that insurance is a 
convenient method of spreading costs 

| 
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among self-supporting individuals, and 
that any aggregate increase in costs 
for the whole insured population will 
merely be reflected in increased pre- 
mium rates. 

“This is not to say that increased 
usage of medical facilities or increased 
costs due to more effective but more 
expensive medical procedures is not 
desirable. Rather, it is an expression 
of confidence, based on past experi- 
ence, that fees and charges will not 
rise just because of the presence of 
the insurance.” 

We like to think these pamphlets 
have had some effect. Three succes- 
sive presidents of the American Medi- 
cal Assn. have made the flat statement 
through the editorial pages of the 
American Medical Assn. Journal that 
it is unethical to raise fees merely be- 
cause of the presence of insurance. In 
our opinion, most doctors are following 
this thesis. 

It may be that this can be taken 
care of by self-policing on the part of 
the doctors. I will close with an ex- 
ample of how this self-policing works 
out in practice. In Oakland, Cal., a ma- 
ternity situation arose and this nor- 
mally happy event was clouded by one 
fact—a high surgeon’s fee. The hus- 
band of the woman in question called 
the medical society and the medical 
society advised them not to pay the 
fee. The doctor persisted, the case 
went to suit. 

When the parties appeared in court, 
the defense counsel was the counsel 
for the medical society. The first wit- 
ness was the president of the medical 
society. The counsel asked the ques- 
tion, “Is this fee out of line with fees 
for the same type of service in this 
community?” 

The doctor answered, “Yes, it is dis- 
tinctly higher than normal.” The sec- 
ond witness was the chairman of the 
medical economics committee of the 
medical society. Counsel asked the 
same question and the reply was that 
this fee was so high as to be unethical. 
The case ended there, and so do my 
remarks. 

Mr. SHEPHERD. I next want to in- 
troduce Albert Whitehall, who has 
been added to our staff within the last 
six months to work on Health Insur- 
ance Council activities. Bert Whitehall 
had several years experience as the 
Washington, D. C., legislative repre- 
sentative of the American Hospital 
Assn. More recently he ran the Blue 
Cross program in the state of Wash- 
ington. Bert, we have heard about the 
doctors’ side of this accident and 
health insurance picture. What is the 
situation with the hospitals? 

Mr. WHITEHALL. While hospital 
rates are usually a matter of public 
information, and thus not as flexible 
as doctors’ fees, yet the need for hos- 
pitalization is usually a matter of judg- 
ment. Upon this judgment many pres- 
sures may operate to increase the cost 
of illness. For example, if the hospital 
occupancy is low, there will be a de- 
sire to have more patients admitted, 
or to keep them longer. Then there’s 
the case of Mrs. Jones, whose hospi- 
talization may be her first vacation in 
years, when her doctor brings her the 
good news that she may go home, she’s 
apt to cry, “Oh, doctor, do I have to?” 

Insurance, too, brings pressures for 
longer hospital stay. Duplicate cover- 
age tempts the patient to stay longer 
if he can make a profit from his bene- 
fits. Another is the policy that pro- 
vides protection only if the patient is 
hospitalized. In these cases, the in- 
surance itself tends to force higher 
cost. 
Mr. doesn’t the 


SHEPHERD. But, 














new major medical expense coverage 
avoid the latter difficulty? 

Mr. WHITEHALL. Ch, certainly. And 
the doctors like the deductible and the 
coinsurance features because it keeps 
the patient interested in cooperating) 
with his doctor toward keeping down) 
the cost. However, the hospitals, be- 
cause of their traditional burden of 
indigent care, are more likely to favor 
first-dollar coverage, because they 
don’t want to be forced to collect the 
amount of the deductible from the pa- 
tient. 





Michigan-Based Life 
Companies Get More 
of Business in State 


Michigan-based legal reserve stock 
life insurance companies—there are 11 
in the state—are gradually getting a 
larger slice of the business sold to 
Michigan residents. 

Scott E. Lamb, president of Mich- 
igan Life, said that this year, these 
state-based insurers increased their 
business to about $18 million in prem- 
iums, compared to $15,313,000 in 1955 
and $10,529,000 in 1953. 

As for 1957, Mr. Lamb estirnates 
that these local companies should in-! 
crease their business to a premium of! 
$22 million. This would mean an in-/ 
crease of 22% by Michigan companies 
over 1956. 

Total assets of these 11 companies 
at the end of 1955 were $41,728,000, 
an increase of 48% over $28,279,000 in 
1953. 





Making largest gains among types’ 
of insurance sold in Michigan—not in| 
dollar volume but in proportion to oth- 
er types—is credit life insurance. In! 
1957, credit life in force for state resi- 
dents should mount to $1 billion, com- 
pared to this year’s estimated $885,-) 
000,000, Mr. Lamb said. 

Meanwhile, life insurance provid-| 
ed by fraternal benefit societies in 
Michigan has increased. During 1955 
the six fraternals in the state received! 
total premium income of $3,175,000, 
which was approximately 40% of pre- 
miums collected from Michigan resi- 
dents by the fraternal societies from 
other states. 

Michigan residents now own about 
$20 billion in all types of life insur- 
ance, Mr. Lamb said. 


MIB Elects Craig Head 


of Executive Committee 


Douglas S. Craig, 2nd vice-president 
of Metropolitan Life, has been elected 
1957 chairman of the executive com- 
mittee of Medical Information Bureau 
to succeed Dr. Norman J. Barker, 
medical director of Connecticut Gen- 
eral. 

Dr. J. P. Donelan, vice-president 
and medical director of Guarantee 
Mutual Life, has been elected vice- 
chairman of the executive committee. 

New executive committee members 
are J. A. Budinger, vice-president of 
Kansas City Life; Dr. Henry B. Kirk- 
land, chief medical director of Pru- 
dential, and Andrew C. Webster, 
vice-president for selection of Mutual 
of New York. . 

Continuing members, in addition to 
Mr. Craig and Dr. Donelan, are Thom- 
as K. Dodd, underwriting vice-presi- 
dent of Connecticut Mutual; Dr. David 
S. Garner, vice-president and medical 
director of Shenandoah Life; Dr. J. 
Keith Gordon, medical director of Sun 
Life of Canada, and John J. Magovern, 
vice-president and counsel of Mutual 
Benefit Life. 
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Bankers of Neb. Took LIAMA 
Plan to Field via Regionals 


Companies of small or moderate 


| size can’t come close to producing any- 
| thing 


like the 
same quality pro- 
gram as the LIA- 
MA agent develop- 
ment program for 
the same _ price, 
even though a 
large company 
might be able to 
do it, said Charles 
H. Heyl,  vice- 
president and di- 
rector of agencies 
of Bankers Life of 
Nebraska, at the 
management development conference 
held during the recent LIAMA meet- 
ing at Chicago. Hence, Bankers Life 
adopted the LIAMA program with 
alacrity as being “by far the best and 
most comprehensive material for ob- 
jective field training which is avail- 
able to a life company of small to 
moderate size.” Following is an ab- 
ridged version of Mr. Heyl’s reasons 
for favoring the program’s adoption, 
followed by a summary of the talk 
given by H. W. Fouts, Bankers’ di- 
rector of training, on how the program 
was put into the hands of Bankers’ 
field management people: 





Charles H. Heyl 


Mr. HeYL: Our decision to adopt 
the agent development program was 
materially influenced by the knowl- 
edge that more than two years of 
study and effort had been given to its 
preparation by the - education and 
training committee of LIAMA. For 
better or for worse, I regard this com- 
mittee as being composed of consci- 
entious, sincere, and practical men, 
whose day-to-day problems in this 
field are much the same as mine and 
of my close associate, Henry Fouts, 
our director of training. When I stud- 
ied the program, I was sure that “the- 
oretical education” had been subordi- 
nated to “practical development.” The 
orderly process towards full develop- 
ment of the individual agent was crys- 
tal clear. 

The superb coordination of out- 
standing texts: like This I Believe, 
Profitable Selling and others which 
will pay any of us to read and re-read 
from time to time, was an important 
factor in deciding us to buy. 

When you traded in your last car 

with a standard gear shift for your 
first one with Hydramatic, Dynaflow 
or the equivalent, you couldn’t hon- 
estly say that your “dissatisfaction” 
with your old car was that it had a 
standard shift. It’s that way when 
you compare our old training material 
with ADP. Something new had been 
added, something that just wasn’t 
there before, a brand new principle. 
There was nothing wrong with the 
old model, either automobile or train- 
ing course. 
_ But that “new scmething”’ is vital. 
For the first time, to my knowledge, 
training and supervision are properly 
tied together, as they never have 
been before in a formal, printed train- 
ing procedure. This happy marriage 
is difficult to achieve for the small to 
moderate company, because adequate 
supervision is very, very expensive 
and again, overworked and limited 
supervisory staffs in both home office 
and the field is the rule rather than 
the exception. 

The ADP is so designed that even a 
relatively mediocre or untalented gen- 
; pent. on aser_or his assistant 


in the area of training, can do a first- 
class job of discharging his training 
obligations by simply “following the 
book.”” Here indeed is a track to run 
on that a trainer can’t jump. He can 
stop and start, stop and start again 
and again, but it’s in a straight line 
and leads to the correct conclusion. 
If he “follows the book,” supervision 
and training are combined auto- 
matically. This, in my opinion, is the 
agent development program’s great- 
est contribution. 

And finally, “What do you expect 
from the use of the agent develop- 
ment program?” 

cs e 

I hope I’m not too optimistic, but 
I really expect quite a lot. I expect 
that some of our good recruiters, but 
weak trainers, will do a better job of 
the latter arid thus develop more per- 
manent agents for the company. I ex- 
pect that some of our weak recruiters, 
but good trainers, will develop confi- 
dence in themselves with respect to 
the former, as they comprehend the 
supervision tie-in which ADP assures. 
I hope (I really can’t say I expect) 
that some of our general agents who 
are neither good at recruiting or train- 
ing will become a little better at both, 
and thus get up off the floor of the 
production ring. And finally, I expect 
that I’ll be able to sleep a little bet- 
er, because I honestly think we have 
placed in the hands of our key field 
leadership a routine, a procedure, a 
program, which is objective in the 
highest degree. Thus we have taken a 
giant step towards discharging our ob- 
ligation to them in this ever so im- 
portant area. 

e e e 

Mr. Fouts: Early in the procedure. 
I found that the best and most orderly 
way to present the program was to 
start at once reading the foreword 
verbatim. We presented the Agent De- 
velopinent Werkbook in the afternoon 
and found that it could be concluded 
by noon, leaving the entire afternoon 
for the Trainer’s Guide. The foreword, 
in each case, is excellently written, is 
not too long, and furnishes the needed 
background in training philosophy 
upon which to rest the education and 
training procedures that follow. When 
finished with the foreword, we went 
through training unit No. 2 in detail, 
pointing out the six sections, the for- 
mat, and discussing each question and 
project in detail and tried to visualize 
the impression likely to be made by 
cach upon the mind of a new man who 
is gett‘ng his first knowledge of life 
insurance and its purposes. 

We then went through all the units 
page by page, noting that the same 
format was followed in each case, the 
logical sequence of the subjects, the 
timing of the appearance of “related 
company material’? and discussing the 
probable time element for each unit. 
As one of the various items included 
in the back of the workbook came up 
in one of the training units, we turned 
to that item, examined it, explained 
its use; and in every way we could 
think of tried to encourage each gen- 
eral agent to see himself making ef- 
fective use of the program in his own 
agency. 

All of our general agents: and assist- 
ants were greatly interested and most 
ot them expressed considerable en- 
thusiasm. It was apparent that many 
who complain about the time required 
for training and yet try to do a good 
job had visions of the well-organized 
routine becoming 


a_time economizer attitude of our superintendents 


and were pleased with the prospect. 
And I also suspect that some whose 
training methods have been rather 
indifferent saw excuses fading away 
for not working more diligently at one 
oi their most important jobs. 

It was recognized and freely dis- 
cussed that the manual operation of 
the machinery of the program alone 
would go a long way toward “training 
the trainer,” a need that has long been 
felt in those companies which must 
rely chiefly upon the general agent to 
get the job done. The question-and-an- 
swer sessions on the second day were 
very lively and everyone participated. 
Considerable time was given to ques- 
tions and explanations about the man- 
ner in which the program was to be 
administered. Everyone agreed that 
the company had taken a substantial 
forward step in adopting the program. 

We delivered one complete set, in- 
cluding the Agent Development Work- 
book, Trainer’s Guide, textbooks and 
an answer book for the “material to 
be mastered” questions (made in our 
own shop) to each general agent and 
instructed him to keep it for reference 
and exhibit in his own office library. 
In addition, we delivered at the con- 
ferences a Trainer’s Guide to each as- 
sistant general agent. They were in- 
structed to requisition from the home 
office an additional copy of the Agent 
Development Workbook and the text- 
books for each agent they enrolled in 
the program. 


The answer book was prepared to 
afford the trainee a regular place in 
which to put written answers to the 
questions and projects, and to furnish 
an opportunity for us at the home of- 
fice to check on the progress of each 
trainee. The general agent is in- 
structed to mail each completed unit 
to the home office for checking and 
recording. This training record will 
then be reviewed and used as an aid 
to judgment in the administration of 
our financing program for new men. 

With our limited manpower, this is 
as much.supervision of the adminis- 
tration as we can foresee now, except 
for regular visitations of our super- 
intendents and an occasional visit by 
home office training officers. There 
was considerable discussion in our 
conferences concerning the advisabil- 
ity of giving the development pro- 
gram to younger agents who had not 
yet completed four former training 
routines, — 

After quite thorough consideration, 
we recommended that the program 
be made available to everyone who, 
in the judgment of the general agent, 
has not completed his “development” 
as a self-sustaining career salesman 
of personal insurance. That almost left 
it wide open for everyone. The con- 
clusion we arrived at was, and we 
then announced, that we would ex- 
pect it to be given to all men of only 
six months’ service or less, and that it 
be optional with the general agent for 
men older in service than that. In all 
cases, however, we recommended that 
everyone to whom it should be given 
begin at the beginning and take the 
whole program regardless of the cur- 
rent status of his training. 

As of Oct. 1 we have 114 Agent De- 
velopment Workbooks and textbooks 
assigned and in use by trainees in 33 
agencies, and the reports we are get- 
ting are very favorable. There is some 
evidence that the administration of 
the program may not be so good in 
some agencies, and also other evi- 
dence indicates an excellent job in 
others. I think we can expect these 
differences always, and the watchful 
an 


be expected to strengthen the weak 
spots. 

One indication of doubtful adminis- 
tration lies in the fact that we have 
received five completed units from a 
couple of men in one agency in less 
than two months. This is probably 
much too rapid a pace to insure “mas- 
tering the material” and becoming 
grounded in the basic principles dem- 
onstrated in the projects. Aside from 
these meager observations, it is much 
too soon to draw conclusions in this 
area. There is no doubt, however, that 
the field as a whole is greatly pleased 
with the change and we are very 
hopeful for a much improved training 
structure among our agencies as the 
program gains momentum. 





LIAMA Issues Indoctrination Book 

LIAMA has published Starting the 
New Combination Agent, a book to 
help district managers and assistant 
managers indoctrinate new debit 
agents. Written by Fred G. Jarvis Jr., 
LIAMA consultant, it offers specific 
tools, methods and check lists for the 
managers’ use. 





John Hancock employes have don- 
ated 6,842 pints of blood to Boston 
Red Cross blood bank in the past six 
years, 900 of this total during 1956. 


THE 


UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
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E. R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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Georgia, Telephone TRin- 
ity 5-6727. 
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Set Agenda for Jan. 16 
Long Island Sales Meet 


Long Island branch of New York 
City Assn. of Life Underwriters will 
hold an all-day sales conference Jan. 
i6 at Garden City hotel, Garden City, 
1 aS 

All speakers will be Long Islanders, 
telling in down-to-earth language how 
they have been successful in their 
chosen specialties. Merton D. Custer, 
Massachusetts Mutual, Garden City, 
will be program chairman. 

Speakers and their topics will be 
Whiting Evans, Monarch Life, Amity- 
ville, A&S; Joseph J. Edelstein, Mas~ 
sachusetts Mutual, Garden City, the 
professional market: Bernard Mallon, 


Prudential. Smithtown, package sell- 
ing, and John L. Carey of Glen Cove, 
executive director of American Insti- 
tute of Accountants, New York City, 
cooperation between agents and ac- 
countants. 

William Krauss, general agent of 
Mount Vernon Life at Hempstead, will 
be moderator of a panel on business 
insurance. Participants will be Wil- 
liam Albern, Equitable Society, Hemp- 
stead, and Murray Rosen, Metropol- 
itan Life, Massappequa. Victor Gold- 
berg, general agent of Mutual Benefit 
Life at Hempstead, will conduct a pan- 
el on program selling. Speakers will 
be Leonard Kunken, Mutual of New 
York, Freeport, and Nicholas Weiss, 
New York Life, Hempstead. 








WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 


THE NATIONAL UNDERWRITER—LIFE EDITION 











SUPERINTENDENT OF AGENCIES 


A progressive eastern life insurance company with a billion and a half 
dollars of life insurance in force and branch offices in more than sixty 
principal cities has an attractive opening for a Superintendent of Agencies. 
Applicant should have successful experience in management work and in 
selecting and training men for management. Preferably he should be 
between 35 and 40 years old and capable of directing and supervising 
branch operations through correspondence and personal visits. 

This is an excellent position for the right man and there are unlimited 
opportunities for advancement. Replies will be held confidential. Write, 
giving complete background and experience to Box R-69, The National 
Underwriter Company. 175 W. Jackcon Blevd., Chieaco 4. Mlinois. 








The positions listed below are open with a 
medium sized Life company in the North- 
east. 

1. This position requires 3-5 years Life in- 
surance Accounting background, knowl- 
edge of annual statements desirable. 

2. This opening is in the Actuarial depart- 
ment and also reqiures 3-5 years practical 
experience as well as Math major degree. 
Should be studying for actuarial examina- 
tions. 

These positions will shortly be of a super- 
visory nature and will in due course lead 
to official status. If you are willing to work 
for your rewards we shall go along with 
you. You can reply in confidence, no inves- 
tigation of any kind will be made unless 
mutually agreed upon. 

Please reply with full details to Box R-86, 
c/o The National Underwriter Co., 175 W. 
Jockson Bivd., Chicago 4, Ill. 








EXCLUSIVE 
AGENCY FRANCHISES 


Granted qualified applicants to 
spearhead expansion program in 
Texas. Confidential interviews. Our 
agents know of this ad. Give full 
details in first letter to Box R-18, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED TO BUY 


Small or medium size Life Insurance Com- 
pony. Replies confidential. PIONEER IN- 
VESTMENT COMPANY, P.O. Box 463, 
CHICAGO 90, ILLINOIS. 











HOME OFFICE 
UNDERWRITER 





Exceptional Opportunity 





Progressive company writing approximately 35 
million ordinary annually needs capable male 
underwriter, age 35 or under. Excellent oppor- 
tunity for early advancement to position of 
chief underwriter. Salary open. Write in detail 
to Dean L. Smith, Vice President, Security 
Benefit Life Insurance Company, 700 Harrison 
Street, Topeka, Kanses. 











GENERAL COUNSEL OPPORTUNITY 


A southeastern multiple-line company with 
more than a billion dollars of life insurance 
in force is interested in a quaified man for 
becoming General Counsel. Will be lo- 
cated in home office town. 

Written replies with full details as to edu- 
cation and experience will be treated in a 
confidential manner. 


Reply Box R-87 
National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago, Illinois 














WANTED 
TRAINING DIRECTOR 


Strong combination company, 20 years old, with 
Home Office in North Carolina, desires man 
capable of setting up and directing training 
program, with some background in sales pro- 
motion work, 


Attractive solary, excellent retirement plan, 
wonderful opportunity for advancement. Write 
fully about yourself, including photo. Replies 
STRICTLY CONFIDENTIAL. Write Box R-93, c/o 
The Notional Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, III. 





Helmbrecht Heads 
Mutual of Omaha 
General Agents Assn. 


B. F. Helmbrecht, general agent for 
Mutual Benefit H.&A. at Buffalo, was 
elected president of the General 
Agents Assn. of Mutual of Omaha and 
United Benefit Life at the annual 
meeting of the association held at 
Omaha. He succeeds C. L. Gurney of 
Cincinnati. 

Others elected were W. T. Halliday 
Jr., Birmingham, Ala., first vice-pres- 
ident; A. H. Harris, Springfield, I1., 
second vice-president; and Bert Clif- 
ton, Wichita, secretary. D. L. Acrea, 
Reno, was reelected treasurer. 


Name Six Expressmen’s 
Mutual Executives to 
Manhattan Life Staff 


Manhattan Life has made these ap- 
pointments, effective Jan. 1, following 
its reinsurance of the business of Ex- 
pressmen’s Mutual Life: 

L. O. Head, president of Express- 
man’s Mutual since 1949, has been 
elected vice-president. Before joining 
Expressmen’s, he had been president 
of Railway Express Agency for 17 
years and previously was with Amer- 
ican Railway Express Co. 

J. J. Sullivan, executive assistant to 
Mr. Head since 1951, has been ap- 
pointed assistant to the vice-president. 
He joined Expressmen’s in 1930 and 
became treasurer and a director in 
1949. © 

J. J. Connelly, secretary of Express- 
men’s since 1936, has been named as- 
sistant secretary. He entered the busi- 
ness wi‘h New York Life in 1926 and 
joined Expressmen’s three years later. 

R. J. Force, treasurer of Express- 
men’s, has been named assistant 
treasurer. He joined Expressmen’s in 
1936. 

George Greene Jr., assistant secre- 
tary of Expressmen’s, has been named 
assistant manager of the policyholders’ 
service department. He joined Ex- 
pressmen’s in 1929. 

P. O. Laurin, director of sales of 
Expressmen’s since 1951, has been 
named assistant superintendent of 
agencies, eastern division. He had 
been with Railway Express Agency 
for 35 years before joining Express- 
men’s in 1944. 


Gotham Group Elects 
Troth 1957 Chairman 


Paul Troth, director of group sales 
promotion of New York Life, was 
named chairman of Gotham Group at 
a luncheon meeting. 

Goldie Dietel, publicity assistant of 
Equitable Society, was appointed vice- 
chairman, and Joseph B. Treusch, di- 
rector of public relations of Colonial 
Life, became secretary. The former 
chairman, Charles R. Corcoran, 2nd 
vice-president of Equitable Society, 
directed the program. 

Gotham Group, consisting of Life 
Advertisers Assn. members from com- 
panies in the New York city area, 
meets informally at irregular inter- 





ASSISTANT ACTUARY 


Do you wont to live and grow in the Pacific 
Northwest? 

We desire a young man with technical knowl- 
edge and with executive ability. An excellent 
opportunity for an associate or advanced stu- 
dent with some experience. 

Salary will depend upon professional standing 
and experience. 

Write to Phillip Soth 
FARMERS NEW WORLD 

LIFE INSURANCE COMPANY 
618 Second Avenue 








Seattle 4, Washington 





Convention Dates 





Feb. 4-6, Health Insurance Assn. of America, 


group insurance forum, Drake hotel, Chicago. 

Mar. 
ment Conference, 
Chicago. 


18-20, Life Insurance Agency Manage- 
Edgewater Beach hotel, 


has bee 
lsively r 
union,” 
“State r 


Mar. 24-29, National Assn. of Life Under- ably mo 


writers, midyear, Hotel Roanoke, Roanoke. 


lindustry 


April 11-12, Home Office Life Underwriters|fore and 


Assn., annual, Greenbrier hotel, 


Sulphur Springs. 


April 15-17, Life Insurance Agency Manage- 
ment Assn. A&S Meeting, Edgewater Beach 


hotel, Chicago. 


April 29-May 1, Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 


Fla. 


May 6-7, Assn. 


White 


of Life Insurance Counsel, 


lation o 
been ce 
province 
sion’s de 
that stat 








spring meeting, Greenbrier hotel, White Sul-\sioner M 


phur Springs. 


May 6-8, Health Insurance Assn. of America, 
annual, Sheraton Park Park hotel, Washing- 


ton, D.C 


Round Table, Homestead hotel, Hot Springs,}; 


Va. 


May 20-22, Insurance Accounting & Statistica] 
Assn., annual, Palmer house, Chicago. 


lina hotel, Pinehurst, N. C. 


June 5, Actuarial Club of the Pacific, semi-an- 





idity of 


May 22-24, Life Insurance Conference, at “The 1 


nual, Del Monte hotel, Pebble Beach, Cal. 

June 12-15, International Assn. of A&H Under- 
writers, annual, Lowery hotel, St. Paul, 
Minn. 

June 12-15, Wisconsin Assn. of A&H Under- 
writers, annual, St. Paul, Minn. 

June 30-July 3, Million Dollar Round Table, 
Greenbrier hotel, White Sulphur Springs. 
Aug. 12-14, International Federation of Com- 
mercial Travelers, annual, Empress hotel, 

Victoria, British Columbia. 

Sept. 15-20, National Assn. of Life Underwrit- 
ers, annual, Sheraton-Cadillac and Statler 
hotels, Detroit. 

Sept. 16-20, General Agents & Managers Con- 
ference, annual, Detroit. 

Sept. 17, American College of Life Underwrit- 
ers, annual, Sheraton-Cadillac hotel, Detroit. 

Sept. 18, American Society of Chartered Life 
Underwriters, annual, Detroit. 

Sept. 23, Fraternal Actuarial 
Statler hotel, Los Angeles. 

Sept. 23-25, Life Office Management Assn., 
annual, Shoreham hotel Washington D. C. 

Sept. 23-25, National Fraternal Congress of, 
America, annual, Statler hotel, Los Angeles. 

Oct. 23-25, Assn. of Life Insurance Medical 
Directors, annual, Statler hotel, New York 
City. 

Oct. 31-Nov. 1, Actuarial Club of the Pacific, 
annual, Biltmore hotel, Santa Barbara, Cal. 

Nov. 10-14, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, Chi- 
cago. 

Dec. 6-8, California State Assn. of Life Under- 
writers, midyear, Rickey’s Studio inn, Palo 
Alto. 

Dec. 9-10, Assn. of Life Insurance Counsel, 
winter meeting, Plaza hotel, New York City. 

Dec. 11-12, Life Insurance Assn. of America, 
ee. Waldorf-Astoria hotel, New York 

ity. 


Assn., annual, 
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vals. Matters pertaining to life in- 
surance promotion, advertising and re- 
lated topics are discussed. Specialists 
outside the life insurance business oc- 
casionally are invited to participate. 
Mr. Troth said a variety of programs 
featuring members and outside experts 
will be scheduled for 1957. 


Donate $1,700 to Hospital 

Members of John Hancock’s actu- 
arial department have donated $1,700 
to Boston Children’s Medical center 
for furnishing a playroom to be used 
as a hobby shop, rehabilitation center 
and classroom. The money was collect- 
ed in three years by holding Christmas 
“parties with a purpose.” Instead of 
sending cards and gifts to fellow work- 
ers, the employes pooled their funds 
to help the less fortunate. 


SEC Issues Report on Pensions 
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Securities & Exchange Commission 
has published Survey of Corporate 
Pension Funds 1951-1954. This special 
report supplements an October re- 
port and presents more detailed data 
on the sizes and types of corporations 
with pension funds. It may be obtain- 
ed from the U. S. government printing 
office. 
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—l F ile Vigorous ALC-LIA Brief in FTC Case 


} (CONTINUED FROM PAGE 1) 








merica, has been for many years, comprehen- 
— lsively regulated by every state in the 
hore! union,” the ALC-LIA brief declares. 
“State regulation in this area is prob- 

Under- ably more extensive than in any other 
anoke. industry. This is so because both be- 
= fore and since the McCarran act regu- 
t€hation of the insurance business has 
lanage-/D2N considered as peculiarly the 

Beachiprovince of the states. The commis- 
sion’s decision would superimpose on 
y Man-ithat state regulation the broad reach 
lbeoshct of the Federal Trade Commission act.” 
s ’’ In the language of the opinion of 
FTC Chairman Gwynne and Commis- 
sioner Mason, both of whom dissented 
from the commission’s three-to-two 
decision that it has jurisdiction, the 
uling of the majority of the commis- 
Sfficerssion “would return the insurance bus- 
sPTINESiness to the confusion into which it 
was plunged by the Southeastern Un- 
derwriters decision”. 

“The ruling casts doubt on the va- 
lidity of state statutes,” the brief says. 
smi-an-#It subjects the insurance business to 
» Ce. bn ex regulation in a manner and to 


‘ounsel, 
ite Sul- 


merica, 
ashing- 


atistical 


, Caro- 





Under. n extent impossible to measure. It 
nnecessarily creates perplexing and 
Under-burdensome problems of adjustment 
and accommodation between federal 
nes. pnd state regulatory systems. In short, 
saad he ruling of the majority of the com- 
hotei,mission recreates all of the problems 
which the McCarran act was designed 
erwrit-to eliminate. 
Statler e e e 
“These consequences should not be 
considered solely in terms of the regu- 
erwrit-lation of advertising practices. It 
Detroitshould be remembered that the ambit 
ed Lifepf Federal Trade Commission control 
annual,Pf what it considers an ‘unfair method 
bt competition’ or ‘unfair or deceptive’ 
Assn.,act or practice is not restricted to ad- 
D. Cvertising. These statutory phrases are 
ress Ofnot defined and remain subject to ad- 
ingeles, 

‘ministrative expansion. The catalogue 
Medical) 
é YorkPt activities over which the commis- 

ion may exercise its jurisdiction— 
Pacific, _ it attaches—is limited only by 
‘a, Callvhat it can get judicially confirmed 
she an expert determination of an ‘un- 


‘s Con- 


1, Chi-fair method of competition’ or ‘unfair 
ct’ in commerce. 

n, Palo} “It is not necessary to argue the 
recise limits to which the commis- 

aS theory as to the McCarran act 

mieriog: foe permit it to go. The underlying 


Under-/ 


Yorktoncept on which it asserts its juris- 
iction in the present case is equally 
ppplicable to any attempted expan- 
sion of control over insurance along 
he constantly widening definition of 
fommission authority which it asserts 
n other fields. What is clear is that as 
o insurance advertising and as to any 
further commission intrusion into con- 
rol of the insurance business, the bas- 
¢ purposes of the McCarran act would 
be frustrated. The conflict, confusion, 
pnd litigation that would result are 








e in-} 
nd re- 
‘ialists 
SS oc- 
sipate. 
grams 
xperts 


actU-brecisely what Congress wanted to 
$1.70 sate 9 

Avoid. 
center P P P 
> used ' ; 
center} In arguing the point that the asser- 
ollect-fion of jurisdiction by the commission 


Sis specifically precluded by the langu- 
ad offge and general structure of the Mc- 
work-Pfarran act, the brief says that in ad- 
fundShition to providing “without qualifica- 
ion that the business of insurance 
wy be subject to state regulation 
iS nd taxation, Congress proceeded to 
1ission mpose limitations upon the applica- 
poratéfion of federal regulatory statutes to 
pecialthe business of insurance.’ 





q data The act precisely defines the extent 
ations? Which the Federal Trade Commis- 


btain- ion act is to apply to the business of 
-inting#Surance, according to the brief. 
“That extent is explicitly stated in 


XUM 


terms of the absence of state regula- 
tion. The Federal Trade Commission 
act is to apply to the business of in- 
surance only to the extent that the 
business is not regulated by state law, 
or, to state the matter in another way, 
if the business of insurance is regulat- 
ed by state law then the Federal Trade 
Commission act is not to apply. This 
reading of the proviso does not depend 
upon inference or implication; it is re- 
quired by the plain and ordinary sense 
of the words which Congress chose to 
express its meaning.” 
o e a 

“In the proviso,” the brief states, 

“Congress saw fit to deal explicitly 
with three named statutes, including 
the Federal Trade Commission act, by 
imposing a specific limitation—that in 
any event those three statutes should 
not be applicable to the insurance 
business to the extent that such busi- 
ness is regulated by state law. 
“Since each of the states into which 
American sends advertising has en- 
acted legislation that regulates adver- 
tising, it would appear that if the 
proviso is to be read as meaning what 
it says, the Federal Trade Commission 
act is inapplicable and the commission 
has no jurisdiction over American's 
advertising practices.” 

The brief goes on to state that the 
commission’s interpretation of the pro- 
viso “disregards the words of Congress 
and requires important parts of the 
statute to be read as if they were un- 
necessary or meaningless.” 

“The arguments by which the ma- 
jority of the commission seek to justify 
these incongruous results rest upon 
the premise that the commerce clause 
prevents the states from regulating in- 
terstate insurance advertising, and 
that Congress has not removed and 
cannot remove this disability,’’ the 
brief says. 

“This basic assumption of the com- 
mission, i.e., that the state regulatory 
power over insurance is limited by the 
commerce clause, is wrong on at least 
two grounds. The first is that the Su- 
preme Court has specifically deter- 
mined that Congress could, and in the 
McCarran act did, remove all com- 
merce clause limitations on state regu- 
lation. of insurance. The second is that 
even apart from the McCarran act the 
commerce clause, aS now interpreted 
by the Supreme Court, would not pre- 
clude such state regulation.” 

e e o 

In making the final point in its ar- 
gument, the brief states that the leg- 
islative history of the McCarran act 
shows that the commission erred in its 
construction of the statute. The words 
of the proviso of the McCarran act, 
“read without the assistance of any 
extrinsic aids to construction, plainly 
provide that the Federal Trade Com- 
mission act is not to apply to the busi- 
ness of insurance to the extent that 
the business is regulated by state law. 
The legislative history confirms the 
plain meaning of the words of the 
statute.” 

“The proviso was not contained in 
the bills as first passed by the House 
of Representatives and the Senate,” 
the brief states. “Those bills simply 
provided without qualification that 
nothing contained in the Federal Trade 
Commission act should apply to the 
business of insurance. The committee 
reports on those bills therefore throw 
no direct light on the meaning of the 
proviso. . 

“The proviso was added to the bill 
in the conference that took place be- 
tween the two houses. Neither the 


conference report nor the statement 
that accompanied the report contained 
any comment on the new proviso. In 
the House of Representatives the con- 
ference report was approved without 
debate. In the Senate, however, the 
proviso was discussed prior to approv- 
al of the conference report and the 
statements made in the course of that 
discussion make it abundantly clear 
that the proviso was understood as 
meaning that the Federal Trade Com- 
mission act and the other statutes 
enumerated in the proviso should not 
apply to the business of insurance once 
that business was regulated by state 
law.” 

The ALC-LIA brief cites statements 
made in the Senate during considera- 
tion of the conference report, and says 
that “in its discussion of legislative 
history the majority of the commis- 
sion do not refer to these statements 
which are patently inconsistent with 
their interpretation of the statute. In- 
stead, the majority refer to three oth- 
er incidents in the legislative history 
which they say support their assertion 
of jurisdiction in this case.’’ These in- 
cidents, according to the brief, lend no 
support to the commission’s position. 


General American Expands 
Employe Group Benefits 


General American Life has added 
major medical coverage to its insur- 
ance program for the 560 members of 
its clerical and administrative staff, as 
well as expanding other group bene- 
fits. This expansion includes an in- 
crease in the amount of group life, 
both contributory and non-contribu- 
tory, and an increase in the benefits 
in the company’s plan of employe and 
dependent hospital expense insurance. 

The new major medical coverage is 
on a 25-75 co-insurance basis be- 
tween employe and company, after 
base plan benefits and a deductible of 
$100 or $200, depending on salary. The 
life time maximum is $10,000. This 
coverage is also available to all de- 
pendents of employes. 

The amount of contributory group 
life available to any employe was in- 
creased from the ‘equivalent of one 
year’s salary to 14% year’s pay, with 
a maximum increase from $23,000 to 
$35,000. On non-contributory group 
life furnished its employes, the com- 
pany has increased the initial amount 
for new employes from $250 to a new 
starting point of $1,000, and increased 
the coverage to $2,000 for employes 
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COMPANY & AGENCY CHANGES 





Provident Mutual 


Leon A. Hamilton, general counsel 
since 1953, has been promoted to vice- 
president and general counsel. C. Gor- 
don Ferguson, associate manager of 
agencies since 1954, has been advanced 
to director of sales. Richard L. Benson, 
assistant director of training since 
1955, has been promoted to assistant 
manager of agencies. Jackson G. Den- 
ton and William K. Headley have be- 
come officers as the result of their ap- 
pointments to assistant manager of 
mortgage loans and assistant to the 
controller, respectively. Mr. Hamilton 
joined the company in 1922, becoming 
assistant counsel in 1926 and counsel 
in 1942. Mr. Ferguson, with the com- 
pany 20 years, was general agent at 
Cleveland before entering the home 
office. Mr. Benson joined the company 
in 1947 and was named manager at 
New Brunswick in 1952. Mr. Denton 
joined the company in 1929 and Mr. 
Headley in 1947. 


Bankers National Life 


Will B. Chambers, secretary, and 
John W. Weber, vice-president of real 
estate mortgages and loan _ invest- 
ments, have retired, effective Dec. 31. 
Mr. Chambers, who has served longer 
than any other employe, was one of 
the first employes of Bankers National 
Life of Denver and joined Bankers 
National of Montclair in 1929 when 
the Colorado and Florida companies 
were merged with the New Jersey 
company. Mr. Weber joined the com- 
pany in 1927 as supervisor of the dol- 
lar monthly plan and has served as as- 
sistant treasurer, 2nd vice-president 
and, since 1955, vice-president. He 
previously was with New York Life, 
Berkshire Life and, from 1920 to 1926, 
operated his own general insurance 
and real estate business. 


Life & Casualty of Tennessee 


S. M. Wells, manager of the claim 
department since 1936, has retired, ef- 
fective Dec. 31. He joined the com- 
pany at Nashville in 1928 and was pro- 
moted to industrial underwriter at the 
home office later that year. He was 
an all-American end on the University 
of Michigan football team in 1910 and 
is a philatelist of note. 

Homer Blitch has been appointed 
group consultant for the group life 
division. He has been with Fidelity of 
Tennessee and previously was in the 
investment department of National 
Life & Accident. 


Mutual of New York 


Joseph Hetra, with Mutual of New 
York at Pittsburgh since 1951 and as- 
sistant manager there since 1954, has 
been promoted to a post at the home 
office, where he will undergo special 
managerial training. He was a high 
school teacher and coach before join- 
ing Mutual. 


Penn. Mutual Life 


Frank B. Runyon, director of spec- 
ial services since 1944, has retired. He 
joined Penn Mutual’s home office 
agency as a supervisor in 1941. He or- 
ganized the war service bureau and, 
in 1951, the special services bureau. 
He previously had been with Acacia, 
and Fidelity Mutual as general agent at 
New York and Equitable Society as 
superintendent of northeastern agen- 
cies. 

Life of Virginia 

Dr. Ennion S. Williams, medical di- 
rector, on Life of Virginia’s medical 
staff since 1934, becomes vice-presi- 
dent and medical director. 

Richard L. Glazier, actuary since 
1948 and for 16 years prior to that on 
the actuarial staff of Union Central 
Life, becomes vice-president and ac- 
tuary. He is immediate past president 
of Middle Atlantic Actuarial Club. 

DeLos H. Christian, with Equitable 
Society’s actuarial department before 


joining Life of Virginia in 1952, be- 
comes 2nd vice-president and associ- 
ate actuary. 

William C. Wirth, who joined Life 
of Virginia as assistant actuary in 1953 
after three years as supervisor of Con- 
necticut General’s pension department, 
becomes 2nd vice-president. He will be 
in charge of the group insurance and 
pension department, which has been 
created by consolidating the group in- 
surance division and the pension in- 
surance division. i 

Thomas W. Evans, with the com- 
pany since 1933, and Harley W. Duane 
Jr., who joined Life of Virginia in 1932, 
have been advanced from assistant 
secretaries to assistant vice-president. 
Mr. Evans will continue in charge of 
the group insurance division. Mr. Du- 
ane will continue to manage the A&S 
division. 

John B. Hudson Jr., with the com- 
pany since 1931 and for the past three 
years assistant manager of the A&S 
department, has been promoted to as- 
sistant secretary. 


Massachusetts Mutual 


Nelson D. Stuart and Richard A. 
Tarrant have been named comptrol- 
ler’s assistant and records adminis- 
trator, respectively. Mr. Stuart joined 
the company in 1935 and has been a 
methods analyst in the planning de- 
partment since 1952. Mr. Tarrant join- 
ed in 1928 and has been manager of 
the central records department since 
1946. 

Life of Georgia 

R. J. (Jason) Martin, 67, Birming- 
ham division manager, retires Dec. 31. 
The Birmingham division included all 
of northern Alabama territory. Mr. 
Martin joined Life of Georgia in 1913 
in Atlanta. Subsequently he served as 
agent and district manager in West 
Palm Beach and Tampa. He was di- 
vision manager in Tampa for several 
years before his transfer two years ago 
to Birmingham . 


Great-Wesi Life 


Eight head office promotions have 
been made by Great-West Life. They 
are J. L. Carpenter, former legal as- 
sistant, who has been promoted to as- 
sistant legal officer; D. W. Cameron, 
formerly personnel assistant, to per- 
sonnel manager; H. B. Wintrup, for- 
merly underwriting assistant, to an 
underwriting manager; G. E. Martin, 
to an underwriting manager; N. H. 
Brand, to an underwriting assistant; 
W. A. Ferguson, to group underwrit- 
ing pension manager; N. T. Hughes, 
to mortgage underwriting manager, 
and F. C. Small, to supervisor of agen- 
cy contracts. The appointments are ef- 
fective Jan. 1. 


Connecticut Mutual 


Wilfred W. Terryberry, associate ac- 
tuary since 1951, has been promoted 
to actuary. Frank M. Bristow Jr. and 
Paul T. Harkness Jr., assistant actu- 
aries since 1952, have been advanced 
to associate actuaries. W. Nelson Bag- 
Ley Jr. and John E. Smith have been 
promoted to assistant actuaries, and 
John E. Downey has been appointed 
assistant supervisor of agricultural 
loans, becoming members of the offi- 
cial staff. Mr. Terryberry joined the 
company in 1922 and was named as- 
sistant actuary in 1942. Mr. Bristow 
joined the actuarial department in 
1939 and after some years in the un- 
derwriting department returned to the 
actuarial department in 1949. Mr. 
Harkness joined the company in 1927 
and after college returned in 1932. Mr. 
Terryberry, Mr. Bristow and Mr. 
Harkness are fellows of Society of 
Actuaries. Mr. Bagley joined the com- 
pany in 1942 and was named actuari- 
al assistant in 1955. His father, the 
late W. Nelson Bagley, was an actuar- 
ial officer of Travelers for many years. 
Mr. Smith joined the company in 1947 


and was named an actuarial assistant 
in 1953. Mr. Bagley and Mr. Smith are 
associates of Society of Actuaries. Mr. 
Downey joined the farm and ranch 
loan department in 1950 and was 
named manager in 1954. 

Occidental Life of Cal. 

Orlie L. Long Jr., former St. Paul 
general agent for Ohio State Life, has 
been named manager for Occidental 
Life of California at Minneapolis. 

Walter T. Griffith has been named 





Orlie L. Long Jr. Walter T. Griffith 


manager of a new branch office at 
Evanston, Ill. Mr. Griffith has been 
with Equitable Society for four years, 
most recently as assistant manager at 
Chicago. 

William H. Barrows, regional group 
manager of Occidental at Kansas City, 
has been transferred to head the com- 
pany’s group office at Cincinnati, and 
R. David Wiest has been named to 
succeed him at Kansas City. Mr. Bar- 
rows joined Occidental in 1948 and 
besides serving at Kansas City has 
been at the home office and with the 
company’s sub-office at Fresno, Cal. 
Mr. Wiest has been assistant regional 
group manager at Kansas City since 
1955. He has been in insurance for 
about eight years. 

DeWitt T. Leitch has been promot- 
ed to regional group manager at Port- 
land, Ore., succeeding the late Mal- 
colm H. Kerner. Mr. Leitch was with 
the Portland office for two years be- 
fore going to Seattle earlier this year. 
He joined Occidental at San Francisco 
in 1951. 

Bryce M. Way has been named as- 
sistant manager of the company’s San 
Diego office. He has been an agent in 
there since 1952. James N. Kenney Jr. 
has been named assistant to the di- 
rector of school group sales. He joined 
Occidental in October and was trans- 
ferred to the home office from a Los 
Angeles group service office where he 
had served as group service represen- 
tative. John W. Stephens Jr., has been 
promoted to assistant regional group 
manager. He joined Occidental in 1955 
and was transferred later from the 
home office group service department 
to Los Angeles group sales. John E. 
Jennings has been promoted to assist- 
ant regional group manager. He joined 
Occidental in 1954, and has been with 
the Seattle group office since 1955. 
Donald P. Murray has been promoted 
to regional group manager in charge 
of the St. Louis group office. He has 
been with Occidental since 1952, and 
has been assistant regional group 
manager since early in this year. Wal- 
lace S. Booker has been named bro- 
kerage manager of the Richmond, Va., 
office. He came to Occidental after 
more than eight years in the life busi- 
ness in Richmond with Prudential and 
Shenandoah Life. 


Prudential 


Joseph D. Connolly Jr. and Roy D. 
Layton have been promoted to dis- 
trict managers at. Baltimore. Joseph 
C. Dixon, district manager at Balti- 
more since 1952, has been transferred 
in that capacity to another district in 
the city to succeed Joseph P. Tallevast, 
who will head a new district at Tow- 
son, Md. Mr. Connolly joined the com- 
pany in 1952 and has been a training 
consultant in the New England region. 
Mr. Layton has been a staff manager 
and training consultant. 


Stanley E. Ball has been ‘aia 
manager of Prudential’s Dodge district 
office at Omaha, succeeding E. H. Jen- 
nings who has retired. 


Travelers 


Richard E. Wolff, field supervisor at 
Houston, has been promoted to assist- 
ant manager there. Ralph L. Krone 
and Delmar B. Cessna have been 
named agency service representatives 
at Wichita and Kansas City, respec- 
tively. A. William Bailey, field su- 
pervisor at Philadelphia, has been 
transferred to Camden, N.J., in the 
same capacity. Headquarters of Billy 
M. Askew, field supervisor, has been 
changed from Dallas to Fort Worth. 

Promoted from assistant district 
group supervisors to district group su- 
pervisors are Gordon B. Thorn at In- 
dianapolis; Dick R. Phinney, Denver: 
Ernest C. Johnston, South Bend; Rich- 
ard W. Fowler, Vancouver; A. Terry 
Smith, Los Angeles; Franklin W. Bush; 
Erie; Moncher L. Ivey, Charlotte, and 
W. Rogers Primm, Miami. Mr. Thorn 
joined the company at the home of- 
fice in 1949 and has been assistant dis- 
trict group supervisor at Indianapolis 
since 1954. Mr. Phinney joined as 
group supervisor at Kansas City in 
1952 and has been assistant district 
group supervisor at Denver since 1955, 
Mr. Johnston joined at the home office 
in 1948 and has been assistant district 
group supervisor at South Bend since 
1954. Mr. Fowler joined at Vancouver 
in 1947 and has been assistant district 
group supervisor there since 1955. Mr. 
Smith joined as a group supervisor at 
Los Angeles in 1948 and has been as- 
sistant district group supervisor there 
since 1953. Mr. Bush joined at the’ 
home office in 1949 and has been as- 
sistant district group supervisor at} 
Erie since 1954. Mr. Ivey joined at the 
home office in 1949 and has been as- 
sistant district group supervisor at 
Charlotte since 1955. Mr. Primm joined 
at the home office in 1949 and has 
been assistant district group supervis-| 
or at Miami since 1955. 


Northwestern Mutual Life 


Richard T. Seckinger, with the Eck-: 
ert agency of Northwestern Mutual 
Life at Detroit 
since 1953, has 
been appointed 
general agent at 
Lincoln, Neb., suc- 
ceeding Milton 
Koch who is re- 
signing his organi- 
zational duties but 
will continue as 
a Northwestern 
agent. The Lincoln 
general agency 
covers 62 counties 
in Nebraska. R. T. Seckinger 

Northwestern Mutual Life will open 
a mortgage loan regional office for six 
southern states in Atlanta at 415 Can- 
dler building under the managership 
of William B. Ross. Mr. Ross for the 
past two years has held the same post 
at Winston-Salem, N. C. Northwestern 
has more than $31 million invested in 
rural, urban and residential mortgages 
and real estate in the six states served 
by the Atlanta office, which are Geor- 
gia, Virginia, North and South Caro- 
lina, Alabama and eastern Tennessee. 


Guardian Life 

Nathan R. Smith Jr., manager at 
Baltimore since 1935, has retired from 
that post, effective Dec. 31, but will 
contiiue with the company as a per- 
sonal producer. He entered the busi- 
ness in Akron and has been with the 
company 28 years. T. Read Fulton will 
succeed him. 


Postal Life & Casualty 


C. P. Rafferty, who has been with 
Pacific Mutual Life at Indianapolis, is 
going with Postal Life & Casualty to 
open Indiana for that company. 
Pan-American Life 

Thomas R. Young has been appoint- 
ed regional group manager at Dallas 
and Russell H. Weiler has been named 
assistant regional group manager at 











| the 








Decen 








Cincinr 
field si 
cific M 
sachuse 
represe 
entered 
Life of 
tative | 
vanced 
manage 


Old Li 


Robe 
general 
Milwau 
headqu 
with N 
out of | 
upper » 
Mutuc 

Char 


year m 
been ax 
succeed 
been pr 
at the | 
succeed 
Philip 


P. B. 


manage 
T. Tho. 
A. KI 
been ni 
ager at 
to fill t 
created 
bert Pe 


‘ned to 


phia t 
new br 
eration. 
Weil | 
named 


| age su} 
Chica 


Clawsor1 
co 
1955 a 
with St 
ciety in 


} at Chicz 


pany at 
advance 


} Mr. Ste 
/ and wa: 


Detroit 

Shrevep 
ant mal 
joined a 
transfer. 
Manage) 
he is th 
Klecak 

becomin 
York ir 
March. 

Stevens, 
have u 
training 
Mr. We 
ger of | 
years, T 
English | 
fective . 
effective 


Banker 


J. Wil 
general 
Life of | 
general 
Bakersfi: 
surance 
ers in 19: 


Massac 


Elmer 
ed regio! 
tive at C 
company 


, 1956 











pointed 
district 
H. Jen- 


risor at 
assist- 
Krone 
- been 
itatives 
respec- 
Id su- 


th. 

listrict 
up Su- 
at In- 
enver 
| Rich- 
Terry 
, Bush; 
e, and 
Thorn 
ne of- 
nt dis-| 
1apolis 
ed as 
ity in 
listrict 
> 1955, 
office 
listrict 





/ since | 


ouver| 
listrict 
5. Mr. 
isor at 


iger 





- open 
or six 
Can- 
ership 
yr the 
2 post 
estern 
fed in 
gages 
erved 
Geor- 
Caro- 
essee. 


er at 
from 
; will 
per- 
busi- 
h the 
a Will 








' been named man- 
' ager at Providence 
| to fill the vacancy 
' created when Her- 
| bert Peirce retur- 
* ned 


/ new brokerage op- 
| eration. Marvin J. 


December 28, 1956 


LIFE INSURANCE EDITION 


15 








Cincinnati. Mr. Young, in the group 
field since 1951, formerly was with Pa- 
cific Mutual Life and later with Mas- 
sachusetts Mutual as district group 
representative at Houston. Mr. Weiler 
entered the business with Occidental 
Life of California as service represen- 
tative at Cincinnati in 1954 and ad- 
vanced to assistant regional group 
manager at that city. 


Old Line Life of Wis. 


Robert B. Orr has been appointed a 
general agent for the Old Line Life, 
Milwaukee, for upper Michigan with 
headquarters in Manistique. He started 
with New York Life in 1953, working 
out of Green Bay (Wis.) office in the 
upper peninsula. 


Mutual of New York 


Charles D. Clawson, since early this 
year manager at Oak Park, IIl., has 
been appointed manager at Chicago to 
succeed Donald J. Mertz, who has 
been promoted to director of recruiting 
at the home office. Delmar D. Stevens 
succeeds Mr. Clawson at Oak Park. 
Philip B. English has been named 





P. B. English D. D. Stevens 


| manager at Little Rock to succeed J. 
T. Thompson, who is retiring. Joseph 


A. Klecak has 


to Philadel- 


phia to head a 


Weil has been 
named a broker- 
age supervisor in 
Chicago. Mr. 
Clawson joined 
the company in 
1955 after being 
with State Mutual and Equitable So- 
ciety in Chicago. Mr. Mertz, manager 
at Chicago since 1954, joined the com- 
pany at Milwaukee in 1947 and was 
advanced to assistant manager in 1950. 
Mr. Stevens joined at Toledo in 1947 
and was named assistant manager at 
Detroit in 1955. Mr. English joined at 
Shreveport in 1952 and became assist- 
ant manager in 1954. Mr. Thompson 
joined at Meridian, Miss., in 1915 and 
transferred to New Orleans in 1926. 
Manager at Little Rock since 1930, 
he is the dean of the managers. Mr. 
Klecak joined the company in 1938, 
becoming assistant manager at New 
York in 1947 and at Newark last 
March. Mr. Clawson, Mr. Mertz, Mr. 
Stevens, Mr. English and Mr. Klecak 
have undergone special managerial 
training on the home office sales staff. 
Mr. Weil has been brokerage mana- 
ger of Prudential at Chicago for 314 
years. The Clawson, Mertz, Stevens, 
English and Weil appointments are ef- 
fective Jan. 1, while Mr. Klecak’s is 
effective Feb. 1. 


Bankers Life of Neb. 


J. Wilson Burum, formerly assistant 
general agent at Fresno for Bankers 
Life of Nebraska, has been appointed 
general agent of the new agency at 
Bakersfield. Mr. Burum entered in- 
surance in 1948 and went with Bank- 
ers in 1955. 


Massachusetts Mutual 


Elmer R. Warner has been appoint- 
ed regional group pension representa- 





J. F. Klecak 


| tive at Chicago. He has been with the 


company four years. 


RECORDS 


MASSACHUSETTS MUTUAL—Or- 
dinary life sales in the first 11 months 
totaled $590,759,584, up 15%, and ex- 
ceeded the $575 million goal set for 
the entire year. November deliveries 
of $56,046,389, up 22.3%, set a new 
mark for the month and made it the 
second most productive month on rec- 
ord. It was the 25th consecutive month 
in which deliveries set a new all-time 
record for the month and the 5lst 
straight month in which ordinary sales 
exceeded those in the corresponding 
month of the previous year. The Los 
Angeles agency led in November and 
the year-to-date with sales of $3,077,- 
749 and $35,422,575, respectively. 
Group volume in the 11 months was 
$121,401,556. Ordinary and group in 
the 11 months totaled $712,161,140, up 
$33,709,746. 


For the ninth consecutive year, the 
field force exceeded its goal in the 
“quota buster’ competition sponsored 
by General Agents Assn. A total of 
$141,389,027, of ordinary, which was 
101% of the $140 million goal, was 
submitted in the 33-day campaign. 
Fifty-eight agencies, three more than 
in 1955, exceeded their quotas. Leading 
agencies were: Group 1—Jordan in 
Chicago, 165.1%; Millerin Philadelphia, 
139.5%; Robertson in Boston, 139%; 
Group 2—Reader in Lawrence, Mass., 
177.9%; Nelson in Milwaukee, 174%; 
Bass in San Antonio, 148.1%; Group 
3—Cardais in New Orleans, 275.2%; 
Powers in Spokane, 142.1%; Karp in 
Brooklyn, 137.1%; Group 4—Roberts 
in Grand Rapids, 333%; Jarboe in San 
Diego, 282.2%; and Abair in Phoenix, 
256%. 


EQUITABLE SOCIETY—Life in- 
surance applications totaling $1,253,- 
000,000, up 40%, were written in the 
month-long annual fall campaign, the 
most successful on record. Ordinary 
applications totaling 65,706 were writ- 
ten for $472 million, up $42 million. 
Group totaled $781 million, up $314 
million. A record 6,808 agents took 
part. The Holderman agency at Peor- 
ia, Ill., led in ordinary cases with 4,043 
and in ordinary volume with $24,886,- 
526. The Talley agency at Wilmington 
led in group volume with $254,964,808. 
The Peterson agency led in average 
cases per manpower unit. Ernest C. 
Wentcher, Chicago, led in ordinary 
points, and Robert O’Leary, Cleveland, 
led in group points. Stanley S. Watts, 
Richmond, led unit manager in ordin- 
ary points. 


NATIONAL LIFE OF VERMONT— 
For the second consecutive month, a 
new record was set for the largest 
amount of paid-for business in any 
single month. November sales totaled 
$27,422,396, up 64%. October sales 
were $25,733,255, up 56%. The record 
volumes stemmed from a 2-month 
sales contest. Tthe 15 winners will be 
guests at the home office in January. 
An additional 160 agents who met 
their quotas will receive gift packages 
of Vermont-made products. 


BANKERS NATIONAL LIFE—Life 
sales in the first 11 months were up 
112%, breaking previous records. In- 
surance in force totaled $386,131,570, 
a gain of $69,435,058. A&S premiums 
were up 146% in the 11 months and 
up 373% in November. 


MANHATTAN LIFE—Paid-for bus- 
iness in the first 10 months totaled 
$212,189,567, up 59%. Insurance in 
force climbed to $800 million, a gain 
of $200 million in 12 months. 


LINCOLN NATIONAL LIFE—As 
1956 draws to a close new business 
stands at 19% over 1955, bring- 
ing total insurance in force to $7,948,- 
000. Total assets of the company now 
exceed $1,200,000. 








TOP PRODUCERS—The 10 top producers in 
volume for General American Life during No- 
vember are: Leo R. Schuster Jr., El Paso, Tex.; 
Ralph Cooley, Amarillo, Tex.; Joseph S. Graves, 
St. Louis; L. Douglas Johnson, Phoenix, Ariz.; 
Chauncey H. Gegg, St. Louis; Mayer Smith, 
Washington, D. C.; William A. Porter, Victor- 


ville, Cal.; E. S. Rosenthal, St. Louis; W. M. 
Gault, Cleveland and Dane Fergus, Osceola, 
Ark. 


John K. Hamer, Indianapolis unit manager 
for State Life of Indiana, led his company in 
new business for November by a margin of 
about $100,000. Mr. Hamer, who is writing new 
business at the rate of $1 million a year, is a 
past vice-president of the Fort Wayne Life 
Underwriters Assn. 


The D’Emilo agency of Pittsburgh produced 
the largest volume in November, leading all 
Ohio State Life agencies for production in any 
one month of 1956. 








Schwemm Agency 
Sets Unparalled © 


Production Record 


Great-West Life’s Earl M. Sch- 
wemm agency of Chicago has set 
what is believed to 
be an unparalleled 
record of consist- 
ent production. 
Business placed 
this month brought 
December totals 
to over $1 mil- 
lion—the 150th 
consecutive month 
in which the agen- 
cy has placed over 
$1 million in sales. 

The’ million-a- 
month pattern be- 
gan in July, 1944, 1214 years ago, and 
during this entire period, average 
monthly production has, in fact, been 
close to the $2 million mark—with 
business averaging almost $22 million 
each year. 

This non-stop, million dollar sales 
clip, which has made the Schwemm 
agency Great-West Life’s leading 
branch, can be attributed in large 
measure to the talents and qualities of 
leadership possessed by Mr. Schwemm. 

When he _ became Great-West’s 
Chicago manager in 1936, the agency 
ranked 11th in company standings. Its 
annual production that year was $1,- 
600,000. However, the vigor and in- 
fectious enthusiasm of the young man- 
ager infused a new energy into the 
Chicago organization and within two 
years it has won the top spot among 
the company’s agencies. It has held 
that leading position with one ex- 
ception, every year since. 

During the past 15 years many new 
branches have been’ opened in 
Great-West Life’s rapidly-growing 
United States operation and have 
meant a substantial transfer of both 
policyholders and territory from the 
Schwemm agency. Yet, despite these 
losses, the agency’s business in force 
today stands at over $184 million, ex- 
clusive of group insurance. In other 
words, in terms of in-force business, 
the Schwemm agency outranks about 
850 of the more than 1,000 life insur- 
ance companies operating in North 
America. 

Besides this huge sales volume, the 
Chicago agency has made an impor- 
tant contribution to the growth of 
Great-West Life from the standpoint 
of personnel. For example, four of the 
company’s present U.S. branch man- 
agers were recruited and trained by 
Mr. Schwemm. 

This emphasis on high standards of 
training, both in selling and in super- 
visory work, together with the devel- 
opment of consistently suscessful sales 
ideas and techniques, has been the key 
to the success of the Schwemm agen- 
cy. A firm believer in the importance 


E. M. Schwemm 


of “outside influences’’—the changing 
social and economic trends—in life in- 
surance selling, Mr. Schwemm has al- 
ways geared his agency’s sales opera- 
tion to current conditions. Thus, in 
the immediate post-war period he was 
one of the first life -men to recognize 
the potential of the juvenile market. 
And today, he is one of the leaders in 
recruiting and training life agents with 
the ability to serve the expanding 
business, women’s and group markets. 

In his agency building achievements, 
Mr. Schwemm has not only gathered 
around him a team of outstanding full 
time agents, but his agency has also 
come to be regarded by many as Chi- 
cago’s outstanding life brokerage cen- 
ter. 

Apart from the energy and drive 
which he has devoted to the interests 
of his own company, Mr. Schwemm 
has been unstinting in giving his time 
and talents to the growth of life in- 
surance as an institution and life sales 
as a profession. One of the best known 
speakers, and a frequent writer, on 
life insurance selling, Mr. Schwemm 
has also held many leading posts in 
industry associations. He is currently 
a national committeeman for the II- 
linois Assn. of Life Underwriters and 
is a former president of the Chicago 
association, 

Among the many able associates 
who have assisted Mr. Schwemm in 
developing Great-West Life business 
in the Chicago area, Sol Sackheim is 
the dean. A veteran of 24 years serv- 
ice with the company, Mr. Sackheim 
is agency supervisor in charge of pro- 
duction and training, and is assisted 
by James W. Burns, supervisor. Others 
who have played key roles in the 
agency’s success story are: R. C. Fra- 
sier, agency supervisor in charge of 
brokerage business with his associate, 
Robert S. Bowles, and John A. 
Churchman, regional group manager, 
and K. W. Kennedy, agency cashier in 
charge of the administrative and cler- 
ical staff. 


1956 Death Rate May 
Reach All-Time Low 
Among Policyholders 


Based on present indications, the 
1956 death rate among life insurance 
policyholders may reach an all-time 
low, according to Institute of Life In- 
surance. 

Most causes of death appear to have 
recorded lower rates in 1956 than the 
year before, or at least held at about 
the same level. One notable excep- 
tion has been automobile fatalities. 
Through most of the year, traffic acci- 
dents have been taking a heavier toll 
than in the past two years. 

Deaths from the circulatory diseased 
led in 1956, accounting for more than 





half the total. The death rate from . 


these causes was slightly higher. 
Deaths from the communicable child- 
hood diseases held at the 1955 record 
low. The death rate from poliomyelitis 
declined appreciably, reflecting the 
mass effort to immunize children. 
Cancer deaths appeared at a rate 
slightly under 1955. Deaths from 
pneumonia and influenza declined 
slightly. 





Williams to Address New York 
Life Supervisors Assn. Jan. 8 


Frank O. H. Williams, manager of 
Connecticut General at Hartford, will 
discuss “‘The Value of a Supervisor to 
Management” at the Jan. 8 luncheon 
meeting of New York City Life Super- 
visors Assn. in Brass Rail restaurant, 
40th street and Park avenue. 








16 


AeNATIONAL UNDERWRITER. 


December 28, 1956 | 











ALC-LIA Disagree with 
N. Y. Attorney-General 


(CONTINUED FROM PAGE 1) 
erally recognized but also to insurance 
benefits when provided by these wel- 
fare funds. 

If the insurance laws are not appli- 
cable to these funds, the workers cov- 
ered by them will have no positive 
assurances that their benefits will be 
adequately funded, or ever paid. There 
will be no legal requirement that the 
workers even be told just what they 
can expect by way of benefits if they 
become ill, or what their beneficiaries 
may expect if they should die. 


° J _ 

There will be no statutory protec- 
tion against arbitrary denial of claim, 
and no practical recourse if a claim is 
improperly or inadequately handled. 
In a case of termination of employ- 
ment, the workers will not have the 
right of continued individual life in- 
surance protection as they are required 
to be granted under the group life 
insurance laws of the state. In short, 
the workers covered will not be pro- 
tected by the insurance laws developed 
for the protection of the public. In- 
stead, they will be assured of payment 
only through the Jaws of trusteeship, 
which recent history in the case of wel- 
fare funds has shown do not always 
provide adequate safeguards. 

. e eo 

The insurance business believes that 
the opinion of the attorney-general, 
now made public, is legally in error, 
and that if relied on as a correct inter- 
pretation of the law it will undermine 
the protection of the state insurance 
laws to those covered by these funds. 
The mere application to these funds of 
the special statute enacted in New 
York this year—referred to in the at- 
torney-general’s opinion as “a scheme 
of public regulation peculiar to such 
funds in a sense equivalent to that ex- 
ercised over licensed insurers’’—con- 
stitutes little more than a requirement 
of registration and filing of financial 
reports. However, this special statute 
itself, contrary to the opinion of the at- 
torney-general, reasserts the applica- 
bility of existing insurance law in 
such passages as the following: 

“Nothing in this article shall be con- 
strued to relieve the trustees of any 
employe welfare fund from compliance 
with any other provision of this chap- 
ter, e.g., the insurance law or any 
other applicable laws of this state.” 


Great Southern Offer to 
Buy NW Nat'l. Stock Ends 


(CONTINUED FROM PAGE 1) 
ing contested by Northwestern Nation- 
al. The case has been set for trial Jan. 
14 in district court at Minneapolis. 

Life Insurance Investors, Inc., Chi- 
cago, which also started court pro- 
ceedings to obtain a list of Northwest- 
ern National stockholders, has dropped 
its action. The Chicago company owns 
9,150 shares of Northwestern National 
Life. Attorneys for Life Insurance In- 
vestors, Inc., said the suit was dis- 
missed because even if the Chicago 
firm won out it would be too late to be 
of any value. 





o . - 

Meanwhile, John Ben Shepperd, at- 
torney general of Texas, has advised 
Miles Lord, Minnesota attorney gen- 
eral, that Great Southern Life of Tex- 
as would have a legal right to acquire 
control of Northwestern National. 
Northwestern officials had charged in 
court that Great Southern’s offer to 
buy Northwestern stock was unlawful 
under the Texas insurance code. 

The letter to the Minnesota attorney 


general said the Texas board of insur- 
ance commissioners had _ considered 
Great Southern’s proposal after the 
Texas attorney general had raised the 
question of the legality of the pur- 
chase of Northwestern National. Un- 
der Texas laws insurance companies 
are prohibited from investing more 
than 10% of capital, surplus and con- 
tingency funds in the stock of another 
corporation. The attempt to purchase 
Northwestern involved more than 10% 
of such funds held by Great Southern 
but the Texas commission held that the 
purchase plan did not involve “invest- 
ment” but rather “expenditure” of 
funds in increasing Great Southern’s 
business, and therefore was legal. 

The Texas attorney general said the 
board’s decision “on matters of this 
nature are controlling.” 


High Taxes Impose Heavy 


Penalties on Companies 


(CONTINUED FROM PAGE 2) 

Life companies operating under the 
mutual plan are not corporations op- 
erated or a profit. They have no 
stockholders. They are true mutuals— 
that is, groups of individuals banded 
together to provide themselves with 
security for their families. 

Since mutual insurance companies 
have no stockholders and earn no prof- 
its, all taxes levied on them are paid 
directly and completely by their pol- 
icyholders. Most of the 103 million 
Americans who own life insurance 
earn modest incomes. Many of them 
are women and children with no in- 
come and many others earn so little 
that they are not even subject to the 
regular personal income tax. Applica- 
tion of the corporate tax rate to any 
part of their savings violates the basic 
principle behind the income tax—tax- 
ation on the basis of ability to pay, 
Mr. Dawson stated. 

Sixty-three percent of the entire 
population of the U. S. have life insur- 
ance policies. The present ownership 
represents an average protection of 
$6,900 per family, with the individual 
policy averaging $2,720. 

Life insurance is the only form of 
saving chosen by millions of Ameri- 
cans. Many people with modest in- 
comes who cannot afford even a small 
bank account are saving a little money 
and protecting their families through 
life insurance. Yet life insurance is 
taxed more heavily than any other 
form of saving. 

In the final analysis, the tax bill on 
mutual life companies in the U.S. is 
disproportionately increasing the cost 
to individual policyholders of their in- 
surance protection. The matter is 
therefore one in which 103 million pol- 
icyholders and their families should 
take a personal interest, he said. 

e e e 

It is also one in which all of those 
interested in preserving the private 
savings process should take an interes- 
est. Recent tight money has demon- 
strated the need for encouraging pri- 
vate savings, since in the last analysis, 
the growth of an economy and the 
price it must pay for the use of money 
are related to the savings process. This 
is becoming increasingly recognized by 
economists and spokesmen for the ad- 
ministration. It should result in closer 
examination of the penalties currently 
imposed on thrift by excessive taxa- 
tion. 





Occidental Life of North Carolina, 
has applied to the California depart- 
ment for authority to transact life and 
disability in California. Robert Woock, 
14142 Clarissa Lane, Santa Ana, has 
been named agent for that state. 


Sees Need for Proper 
Publicity in Selling 
Insurance to Military 


A new federal law that cuts off 
government insurance for servicemen 
who have been in uniform since 1951 
is causing a rush of commercial life 
agents to the gates of Bay Area Mili- 
tary bases; the San Francisco Chroni- 
cle reported in a recent news story. 

Effective Jan. 1, the present $10,000 
free “indemnity” policy for service 
men is being cancelled. The govern- 
ment supplants it with “survivor's 
benefits,” social security coverage, 
from which service men were pre- 
viously excluded, and other compen- 
sations. “But this is not life insurance 
in name nor in definition’ the San 
Francisco newspaper points out. 


As a result, a number of life com- 


panies operating in the San Francisco 
area have made known their inten- 
tions to increase their solicitations at 
military installations in the Bay Area, 
the newspaper said. 

e oe e 

In noting this publicity, Walter L. 
Rea, manager at San Francsico for 
Jefferson Standard Life, said the news 
article and others like it are accurate 
with respect to substance and effect 
of the new military and veterans sur- 
vivor’s law, but unfortunately do not 
properly analyze the true situation 
with regard to opportunities for selling 
life insurance in the military field. 
He said that military commanders in 
the San Francisco area are unfavor- 
ably impressed with the publicity 
which will increase their problems of 
uncontrolled solicitation at military in- 
stallations. Mr. Rea also predicted that 
companies and agents motivated to 
enter the military solicitation field 
will be sadly disillusioned due _ to 
stringent regulations of Defense De- 
partment and service branches which 
rigidly control solicitation, and in 
most commands prohibit representa- 
tion in excess of one agent from each 
company. Mr. Rea cautioned that prop- 
er counselling of military personnel 
requires many years of siudy and ex- 
perience. 

Mr. Rea said that supplemental pub- 
licity should be given to this impor- 
tant matter in order to: 1. Satisfy com- 
manding officers; 2. Apprise compa- 
nies of the true situation and, 3. Save 
many young, ambitious agents a lot 
of study, hard work and disappoint- 
ment. 

The San Francisco newspaper 
quotes Paul Hamilton, San Francisco 
agent for Acacia Mutual Life, with 
saying, “The new survivor’s benefit 
program opens up a very wide vista 
for commercial life insurance compa- 
nies. It has stimulated interest. Many 
service men want to supplement their 
legally guaranteed benefits with com- 
mercial policies.” 

Harry N. Lyon, general agent at 
Oakland for Fidelity Mutual Life, told 
the newspaper that the new law 
“handsomely provides for service per- 
sonnel on active duty, but there is a 
great need for officers.and non-com- 
missioned officers to take care of their 
families after retirement.” 

Victor Smith, district manager in 
the Bay Area for Prudential, said, 
“We're not trying to capitalize on this 
business. We explain how it affects 
them. If we see they need life insur- 
ance, and can afford it, we offer it.” 

Mr. Rea said that Mr. Hamilton, 
Mr. Lyon, and Mr. Smith are among 
top salesmen to military men in the 
Bay Area and pointed out that he 
was sure they would confirm his 


words of caution with respect to get- | 
ting the right kind of publicity. 

The cancellation of government in- | 
surance applies only to men entering | 
service after April, 1951. U. S. govern- | 
ment life insurance for World War [ 
veterans and National Life Insurance | 
policies kept by World War II vet- | 
erans remain in force. 





U. S. Life Companies 
Acquired $6.8 Billion 
in Mortgages in 1956 


The 1956 total of mortgage acquisi- 
tions of all U. S. life companies is 
estimated at $6.8 billion, up $200 mil- 
lion,- according to Institute of Life 
Insurance. 

Veterans Administration mortgages 
accounted for $1,750,000,000 of the 
1956 new mortgages, down $90 mil- 
lion. FHA mortgages accounted for 
$950 million, down $91 million. Con- 
ventional mortgages totaled $3.6 bil- 
lion, up $380 million. Farm mortgages 
totaled $500 million, no change. 

The institute estimated life compa- 
nies’ year-end mortgage holdings at} 
$33.1 billion, up $3.7 billion. This con- | 
sisted of $7.3 billion in VA mortgages, | 
$7 billion of FHA mortgages, $16.3 | 
billion of conventional urban mort- 
gages and $2.5 billion of farm mort- 
gages. 

According to the institute, it is! 
probable that, if the demand for con- 
struction continues, the volume of 
mortgages financed by life companies 
in 1957 will be about $7 billion. In: 
their budget planning for the new | 
year, most companies appear to be’ 
setting up about the same total of | 
funds for this portfolio. | 








NALU Finds Growth of | 
Term Sales Not Due to | 
Fears of Inflation 

| 


Fears of inflation have not influ- 
enced a prepondernace of prospects to 
prefer term over other forms of life/ 
insurance, according to a survey of) 
150 typical members of National Assn. 
of Life Underwriters. 

The members were asked whether 
fear of inflation has caused a grow-| 
ing number of their prospects to favor | 
term over savings plans like annuities 
and endowments. ‘‘No”’ answers came 
from 64 of the respondents, ‘“yes” 
from 17 and “maybe” from 19. 

The majority of the 64 replying 
negatively said most of their prospects 
do not bring up the subject of infla- 
tion. Many respondents reported that 
a lot of prospects buy term because 
it is all they can afford. Other said 
the rise in family programming is 
causing prospects to buy both per- 
manent and term, the latter decreas- 
ing as the mortgage is paid and the 
children grow up. 

The poll was conducted by Life As- 
sociation News, NALU’s monthly mag- 
azine, to learn whether there is any 
correlation between the fear of in- 
flation and increasing sales of term 
insurance. 


Standard of Kan. Opens 
K. C. Office: Names Gourley 


Standard Life Assn. of Lawrence, 
Kan. has appointed James A. Gourley 
as general agent of a new office at 
Kansas City serving Kansas City and 
northern Missouri. The office, which 
will be opened Jan. 11, will be at 
Broadway and 34th street. Mr. Gour- 
ley entered insurance four years ago. 
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- ADVERTISING 
OBJECTIVES 


There are now over 900 agency fire and casualty and 1,200 
legal reserve life insurance companies in the United States. The 


number is increasing every year. 


This fact alone forces the advertiser to realize that one of the 
basic advertising objectives is to give the company personality 
and character in a definite, positive way. Through a series of 
advertisements, it must be made to stand out clearly and sharply 


from all of the others. 


The mere recitation of the facts (assets, surplus, territory, age, 
etc.) is by no means enough. Trade paper advertising should and 


must go much further. Through the copy and the way it is dis- 


played, there can be conveyed to the reader a company’s character, | 


sincerity, friendliness, dependability and usefulness. It is being 
done by successful and imaginative copywriters with encouraging 


regularity. 


Advertising in The National Underwriter should have both 
a long and short range goal. Sometimes an immediate result is 
wanted of course. But of far greater importance is the month 
by month and year by year job of establishing in the minds of 
readers a rich, positive, quickly identifiable company personality. 
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MONY Group Insurance 


and Pension Plans | 
fit a wide range of needs 


Why not talk with the MONY Group Insurance and Pension 
Specialist in your area? You’ll find him fully qualified to 
help you build personalized protection plans... fitting 
together various combinations and amounts of the following 
benefits to fit the needs and budgets of your clients: 


Retirement income. 
Life Insurance. 
Widow’s pension—a supplemental life insurance benefit 
payable as monthly income. 
Payments to help replace income lost due to off-the-job —4 
accidents or sickness. 
Hospital, surgical, medical benefits for both employees 
and certain members of their families. 

. Payments toward major medical expenses (available only 
for groups of 25 or more employees). 


In MONY’s special Multiprotection Plan, the rate for initial 
units of employee pension when the plan is established re- 
mains level and permanently guaranteed. Additional units, 
for salary increases and new employees, also acquire a level 
and guaranteed premium rate when they go into effect. 
Other benefits are, of course, subject to group-type pro- 
visions regarding future premium rates and insurer’s right 


to terminate coverages 4, 5, and 6. 
HOME OFFICE: NEW YORK, N. Y. 


INQUIRIES FROM BROKERS & AGENTS INVITED 


Nie 
S Moron 6- New Yor« 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


life Insurance— Accident and Sickness—Hospitalization— 
Retirement Plans . . . FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY TODAY MEANS MONEY TOMORROW! 














